py alli Oe yet 


Clearing House 











PENNSYLVANIACS BANK WEEK: Everybody was invited (See page 21) 


This Month: 


SPREADING THE FACTS ABOUT BUSINESS by Selden B. Daume 
RECORDS TO BUILD BETTER STAFF RELATIONS by Doreas Campbell 
GUARDING AGAINST DUPLICATE BORROWING by W. Bruce Fye 


























Wi Chade 


EVERY CASH ITEM IS 





“SPEED TREATED” 


a 4 eo 
Wedi, hit ld a the shire 
Every half hour throughout the day and night Chase 


trucks rush remittance letters from post offices 
and express terminals to the Bank... 


then Gaddiviluabged” 
Checks are sorted immediately into groups. As processed, 
those on New York are sent by messenger to the Clearing 
House for the 2, 8 and 9 a.m. clearings. Checks 


received up to 9:15 a.m. are included in the final 
clearings for the day at 10 a.m. 


70 the Foden’ Be 
Out-of-town items get special treatment, including 
microfilming for the protection of our correspondents ..: 


and if They gol 


Checks go from Chase “the fastest way”—and that 
includes extensive use of air transport wherever practical. 








We always welcome opportunities to show visiting bankers 


our check-handling departments and other facilities. 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 



































LETTERS 











From a G. I. Loan 


Strs: We believe you will be interested 
in the unusual advertisement accompany- 
ing this letter. The signer prepared the 
advertisement and paid for its insertion, 


“Thank You.. 


UNITED STATES GOVERNMENT 


SPRINGFIELD NATIONAL BANK 
and 


LADIES OF GREATER SPRINGFIELD 





On July 29, 1946, | opened my new place of business 
with ambition and a big G. |. Loan. It was accompanied 
with some of the nervousness | had experienced under 
shell-fire in Europe. But, the Army had taught me much 
about self-preservation for the future. 


Today, that $4,600. G. |. Loan has been paid in full— 
four months ahead of its maturity schedule. in no other 
country have veterans received the business help which is 
given in America. My future has been secured in Spring- 
field, Massachusetts, U. S. A. | am very.grateful and hope 
to serve you for many years to come. 


It all happened because of you, my customers; the 
G. |. Loan, made possible by the United States Govern- 
ment; and the cooperation, advice and wise counsel of 
the Springfield National Bank. 


tien Wetted 


MR. STARK'S BEAUTY SALON HOTEL BRIDOWAY 








Through bank service 


entirely without solicitation on our part. 
This is the first time in our experience that 
a customer has ever publicly thanked the 
bank for what it has done. 
A. J. GUFFANTI, Vice-president, 
Springfield National Bank, 
Springfield, Massachusetts 
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Savings Interest Plan 


Strs: For a number of years Main 
State Bank paid interest on its savings 
deposits at the rate of 1 per cent per 
annum, and limited the maximum deposit 
on which interest would be paid to $500. 

During the past year, with the firming 
of interest rates, we concluded that we had 
arrived at the time when we could afford a 
higher rate. We decided that, coupled 
with the higher rates, we wanted to have 
accounts that would cause us practically 
no overhead expense. So, in December, 
1948, we announced our new dormant sav- 
ings plan. We offer our depositors the 
privilege of opening these accounts with 
deposits of not less than $1,000 nor more 
than $10,000. The account cannot be 
active. No additional deposits can be 
made and the account cannot be withdrawn 
in part. 

We reward the depositor for this in- 
activity by paying 1 per cent on the first 
anniversary date, 134 per cent on the 
second anniversary date, and 2% per cent 
on the third anniversary date. If the 
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account is closed before the first anniver- 
sary, no interest is paid. If it is closed 
between the first and second anniversaries, 
interest will be paid to the date of closing 
at 1 per cent. If it is closed between the 
second and third anniversaries, interest will 
be paid at the rate of 134 per cent. 

We issue a passbook which sets forth the 
terms and provisions. It does not provide 
for further deposits or withdrawals, except 
for a complete closing of the account. The 
accounts are negotiable and may be used 
as collateral for loans at the bank. 

If depositors contemplate leaving their 
money idle for a period of ten years, we 
frankly advocate their buying Series E 
Bonds. 

L. S. Tark, President, 

Main State Bank, 
Chicago 47, Illinois 
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Reforestation 


Sirs: For the past two years this bank 
has sponsored banker-farmer meetings 
dealing with the subjects of pasture and 
reforestation. The success of these meet- 
ings leads us to believe that a great many 
bankers are interested in forestry and that 
it is a particularly desirable interest for 
financial institutions that must be con- 
cerned with the long-run prosperity of the 
communities they serve. 

EARLE L. RAUGER, 

Director of Research, 
Federal Reserve Bank of Atlanta, 
Atlanta, Georgia 
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ABC°s of Tellier Work 


Strs: “The ABC’s of Teller Work,” 
published by The Detroit Bank and 
described in the November, 1946, issue of 
Burroughs Clearing House, has made a 
wonderful record for itself. We understand 
that several thousand copies were printed 
by the bank itself and that this distribution 
was augmented by a large reprinting for 
U. S. banks by The Surety Association of 
America. 

Recently we obtained permission from 


A Spanish version 





i beens 
4 THE ABC's | MANUAL 
OF 
retuer work | | PAGADOR - RECEPTOR 
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core es Banco Popular de Puerto Rico 
San Juan, Puerto Rico 
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the bank for a Spanish version. Though 
parts had to be changed to meet local 
practices and conditions, our manual fol- 
lowed the same order of discussion. 

We take pleasure in enclosing a copy of 
our manual. 

Karu W. Bauer, Auditor, 

Banco Popular de Puerto Rico, 
San Juan, Puerto Rico 


¢ ° 


Service Charges 


Sirs: ‘Misconceptions in Service 
Charges” in your May issue is an article 
that everyone should read. The banks 
have not taken the time to explain service 
charges properly. 

A. R. Furnisn, Vice-president, 

The Louisville Trust Company, 
Louisville 1, Kentucky 


1 


























































EXPEDITING DISTRIBUTION 


~~ 


les 
“6 <> Ey i. 
ee 





F<. 











W.: paid $227 ,407,169.37 for automobiles and trucks produced in the 
Detroit area and delivered to our correspondents’ customers, during the 
past 17 months, as representatives of our bank customers throughout 
the country. 

These payments were made to our automotive accounts in Detroit funds. 
This is another of the specialized services our close relationship with the 

‘automotive industry enables us to provide banks throughout the country 

speedily and efficiently—with resultant benefits to all parties concerned. 


You are most cordially invited to use this service, or any or all of our 


correspondent services. 


NATIONAL BANK OF DETROIT 


DETROIT, MICHIGAN 


32 Banking Offices Throughout Detroit 


Member Federal Deposit Insurance Corporation 
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TRENDS IN FINANCE 








Lean Contraction 


While there has been considerable dis- 
cussion recently of supervisory pressure 
directed toward reduction of risk assets 
where capital accounts are deemed inade- 
quate, evidence seems to point to declining 
borrower demand as being the primary 
factor in the sharp decline in’ bank loan 
volume during the first half of 1949. 

The year’s slide brought business loans 
for weekly reporting Federal Reserve 
member banks below the comparable 1948 
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A seasonal trend? 


level on April 27, and since then the decline 
has continued, bringing the loan total on 
June 1 to a low mark of $13,476,000,000. 
While there are no signs indicating an 
immediate halt to the drop, many bankers 
believe that it represents a return of a 
seasonal trend and that demand will rise 
again this fall. 

Partly lenders. Although attributing 
most of the business loan downturn to 
shrinking demand, the Federal Reserve 
Bank of Chicago traces some portion of 
the trend to tightened supply. 

For instance, it reports that banks to 
some extent have adopted more restrictive 
lending policies with respect to construc- 
tion loans, because of some recent defaults 
and expectations of further drops in build- 
ing costs. “Bankers also have shown 
marked selectivity toward loans to com- 
panies engaged in installment financing,” 
the reserve bank adds. “With employ- 
ment moving down from the 60 million 
job level and overtime largely a thing of 
the past, loans to consumers appear less 
attractive than formerly to many banks.” 

Some loans are being turned down for 
other reasons than the condition of the 
industry in which the applicant operates, 
according to the reserve bank report, 
which states: “More prospective borrowers 
are turning out to be ‘problem’ cases, i. e., 
applicants either seeking escape from acute 
financial stringency or desiring actual 
equity capital funds for novel or untried 
ideas.” 

Rise doubted. A fall upturn in total 
loans is not envisaged by the reserve 
bank’s analysis, which reasons: ‘Although 
some seasonal business borrowing from 
banks is expected in the second half of the 
year, this is likely to be obscured in the 
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aggregate loan figures by the continuing 
downward pressure of lower prices and 
sales, along with the possibly still greater 
conservatism in business toward expendi- 
tures for inventories and capital improve- 
ments.” 

With the reduction in loans and reserve 
requirements adding to the supply of funds 
available, interest rates have halted their 
gradual post-war rise and there has been a 
slight easing of rates and terms in some 
instances. 
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For Investors: Many 
Baskets 


Getting a big play in financial circles is 
the growth momentum being shown by 
investment trusts, in contrast to the per- 
formance of individual stocks. There is 
evidence that investment company shares, 
providing diversification for the small 
investor who is wary of putting all of his 
eggs in one or two baskets, have mass sales 
appeal. Particularly do the “open: end” 
trusts appear to be successful in selling 
American industry to the man in the 
street, and in bringing new money to the 
anemic financial market. 

Some sales statistics reveal why the 
recent burgeoning of such funds has made 
Wall Street sit up and take notice. Where- 
as the New York Stock Exchange saw a 
25 per cent decrease in traded shares last 
year, the trusts moved approximately the 
same per -cent in the other direction. 
Moreover, in the first quarter of 1949 there 
was a 26 per cent gain over the year before 
in public demand for investment company 
shares. In 1941, assets of the open and 
trusts aggregated $440 million; today they 
top the $1.5 billion mark. 

Institutions too. In addition to indi- 
viduals, these mutual funds are having 
some attraction for institutional investors. 
As a result of recent legal developments 
relating to trustee investments, fiduciaries 
have been encouraged to look to trust 
shares as a possible partial solution to their 
problem of handling small trust accounts. 
Thus in Massachusetts, probate court judges 
at their annual meeting last year unan- 
imously declared that purchase’ by 
fiduciaries of shares in seasoned and well 
managed Boston-type investment com- 
panies does not constitute an improper 
delegation of authority. An upheld court 
decision in Ohio has confirmed this same 
opinion. 

In New Hampshire, the legislature has 
even passed amendments permitting sav- 
ings banks to invest up to 5 per cent of 
their deposits in investment trust securi- 
ties. However, the shares must meet 
stringent standards and not over 10 issues 
are now considered eligible for purchase. 
The legislation also provides that fiduci- 
aries may purchase investment shares for 
trust funds. 

Bank managed funds. In connection 
with this development, it is interesting to 
note that the Union Bank of Switzerland 


sponsors and manages its own mutua. 
investment fund, with a growth record 
similar to open end funds in the United 
States. Called the America-Canada Trust 
Fund, its portfolio consists of “‘blue chip” 
common stocks. In the past two years 
the fund has shown an expansion of about 
24 per cent, and net assets at the 1948 
year-end were $40,724,414 compared with 
$15,866,756 in 1939. Shares are not sold 
through investment dealers but are avail- 
able only through the 30 branches of 
Union Bank. There is an issuance fee of 
3 per cent and operating charges are un- 
usually low, amounting to .32 per cent of 
net assets in 1948. 

The big question relating to the growth 
of investment trusts in the United, States 
is how far the current trend will go. Un- 
doubtedly the progress has been sparked 
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Contrast to individual stocks 


by the Investment Company Act of 1940, 
which erected investor-protecting fences 
around the trusts. Many investment 
dealers feel that they constitute an invest- 
ment medium “geared to the times,” since 
they fit in with the current desire for secu- 
rity, through diversification, and greatly 
simplify the individual’s investment prob- 
lem. 
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Help Wanted 


The trend toward bringing the stock 
market to the grass roots, cited on pages 
3-7 of the June issue, continues to uncover 
many new merchandising tactics as securi- 
ties dealers strive to induce the “little 
man” to invest. The movement has 
attained some of the aspects of a stampede. 

A pioneer in this direction has been the 
brokerage firm of Prescott & Co., Cleve- 
land. A major approach has been to en- 
list the co-operation of industrial corpo- 
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RB: The Bull in the Flower Show 
Dear Sir: 


Yes, we are bulls in the flower show, so to speak. We are bullish 
on the American corporate system and we are bullish on the intrinsic value 
to be found in its securities. #e are bullish on the idea that American 
industry and Cleveland indus’ 


for a great host of potential investors who hardly know what a stock is. 


So we are establishing a “first” in the investment field by et 
an eye-catching booth at the forthcoming Cleveland Home & Flower Show. 
hope that from the 150,000 home owners, workers and assorted neg 
that will jam Cleveland Public Hall for eight days, we may gain some valued 
clients and some permanent good will for Prescott & Co. 


We feel in this venture we are also “carrying the ball" for "manage- 
ment." We believe that employee~management relationship will be benefitted 
through wider employee ownership of corporate securities. We believe that 
manufacturers and distributors will add many new customers and cement the 
loyalty of their old ones by a broad distribution of their shares among 
these customers. and of course it is axiomatic that management's problem 

of meeting future capital requirements is much simpler if there is a wide 
and solid placement of the shares among many thrifty citizens. We think 
there is auch to be done in this direction, by both management and ourselves; 
that to do it effectively we aust get to the grass roots of present day 
wealth. we think that the Home & Flower Show may be a good starting glace. 
we will be there selling american and Cleveland industry and the yield and 
benefit to be obtained from the omership of its equity securities. In 

this project we feel that we are partners with you. 


@on't you stop at our booth to say “hello” ----- and ask your employees 
to de so also. 


Very truly yours, 
aJG:shm PRESCOTT & CO. 














PRESCOTT & Co. outs to. Ung, pewas = on, 
2 Ol aPOARwaT, WEW TORE 
Prescott, HAWLEY, SHEPARD & Co., INC. ' 
(APVRIATE GF PRESCOTT & CO) 


PUT your savings to work! Make them work as hard for you, as you worked 
for then! 


NON is the time to save. Now is a time to invest your savinys where they 
wil bring you an income. ‘There have been few times in our history when 
your dollars invested in the stocks of American industry could bring you 
as generous a return as they do today. 





#@ SUGGEST that you read carefuily the enclosed booklet, “what do you mean - 
Stocks?" Ze have prepared it as an introduction to the subject of investing 
in shares of stock. de hope it will show how you can profitably purchase 

a part interest in one or more sound and successful companies. 


PSOPLE OF MODDS? MEANS, through the medium of Mutual Investment Funds, may 
buy moderately priced shares which represent part ownership in a large number 
of carefully picked businesses, thus reducing the risk of putting all one's 
eggs in one basket. ile can recommend a number of excellent Jutual Investrent 
Funds. 


WE HOPS you read the recent article entitled, "Meet the Proprietor" which 
apoeared in your "Ferroscope". In it the management of your company stated 
that they would nels poe earn about investments, if you wished. If you 
indicate an interest, they will permit a representative from our comoany to 
come out and discuss your personal investment problem with you at the plant. 
We are anxious to bring this service to you; we know our story will be 
interesting and profitable to you. 


THIS LETTER and the enclosed circular can tell only part of the story. 
Please fill in the enclosed post-free card and mail it to us promptly. By 
doing so you will indicate your interest. If you and enough of your fellow 
workers show an interest in this way, we will complete arrangements to have 
our representative available for your convenience at the Ferro plant. 


SO let us hear from you by returning the enclosed card now. 
Very truly yours, 


PRESCOTT & CO. 
NaGotschall 


by 





Broker promotes employee participation in business ownership, with co-operation of industry 


rations, recognizing that the educational general tenor of the articles being ‘““Meet 


job to be done is far beyond the limits of the Proprietor.” 


Where the home addresses of employees 


Facts are given as the are provided, Prescott & Co. mails a primer 


any one organization, and that all business number of shareholders, the average num- on securities, “What Do You Mean— 
has a vital interest in broad employee ber of shares owned, and approximately Stocks?” An accompanying letter points 
participation in ownership. The “Open at what price such an ownership can be out the merits of investing in sound busi- 
Letter to Cleveland Industrialists,” re- purchased. It is emphasized that the ness concerns, the desirability of good 
produced above, sets the theme and out- company is not urging or suggesting that income-bearing securities, and the ease 
lines the approach to companies in the employees buy its stock, but merely wishes with which investments can be purchased. 
area. to explain that they can. Arrangements Where diversification is desired, the advan- 

Articles prepared. As a part of its have been made, the articles add, for a tages of buying an interest in a mutual 
service, Prescott & Co. is furnishing news representative of a reputable stock broker investment fund are cited. 


material for company house organs, the to answer any direct questions. 


“It is our earnest hope,” says L. O. 
Birchard of Prescott & Co., “‘that financial 
houses, financial writers and American 





industrial managements will bend their 





Where your interests 


are ours 


Whatever your correspondent 
needs and problems, we approach them 






efforts toward a better understanding on 
the part of everyone as to the real function 
of capital markets.” 
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Economies “Down Under’’ 


*‘Conditions in general in South America 
are a great deal similar to those found in 
the United States,” said Clarence E. Hill, 
chairman of the board, Northwestern 
National Bank of Minneapolis, in com- 
menting on his recent 30-day trip to several 
major South American cities. 





with the aim of serving your interests to our best ability. 
Banking transactions of every kind—urgent or merely 
routine—are handled with the care, speed and personal 
interest you'd require of your own staff. Lasting evidence 
of this is found in a correspondent relationship here. 


Amano Security & TRUST COMPANY 


WASHINGTON,D.C. 
DANIEL W. BELL, President 


Member Federal Deposit Insurance Corporation Member Federal Reserve System 











Traveling through Peru, Chile, Argen- 
tina, Uruguay, and Brazil, Mr. Hill was 
impressed by the relatively high living 
standard enjoyed by most people, particu- 
larly in Argentina and Brazil, though he 
found it very evident that the purchasing 
power was concentrated in the very 
wealthy, principally in the larger cities. 

Bank hours. The banking hours kept 
in the cities he visited were a little confus- 
ing. For instance, in Peru, where they are 
set by law, the banks are open in the 
winter from 9:30 to 11:30 and from 2:15 
to 3:30. In the summer, they are open 
from 9:30 to 11:15 and from 3:30 to 4:30 
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How these 7 men work for you and your bank 


HESE men are part of a Bankers 

Trust Company team whose 
responsibility is the handling of the 
Bank’s out-of-town business. 

The aim of each man, and the 
experienced staff working with him, 
is to help our customers with their 
New York banking arrangements, 
and to point the way to the effective 
use of the many services this Bank 
offers. 

Here are six typical services that 
are available to you: 


Government and Municipal Bonds 

As a primary dealer we maintain an 

active market. All prices are net. 
Portfolio Analysis 

We will analyze your bond account, 
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advise on arrangement of maturities, 
recommend what to buy and sell. 


Pension Plans 
We will be glad to work with you 
on your own pension problems and 
those of your customers. 

Collections 
Fast, dependable collection of cou- 
pons, bonds, checks, notes, drafts, 
trade acceptances, bills of exchange. 
Credit Information 

Prompt, thorough reports prepared 


BANKERS TRUST COMPANY 


NEW YORK 


MEMBER FEDERAL DEPOSIT JNSURANCE CORPORATION 


by a large and well-trained staff. 


Foreign Banking 
Including collection of foreign 
items, exchange transactions, and 
financing of overseas shipments. 

You will find these men go beyond 
the routine in the handling of your 
business. They will be glad to work 
with you on any of the problems that 


concern banking transactions in 
New York. 
































and on Saturday morning from 9:00 until 
11:30; whereas in Argentina, the banks 
open at 12:30 and close at 4:00, Saturdays 
from 9:00 to 11:00. 

In Argentina, the government has taken 
over the Central Bank. Banks, however, 
may make loans and rediscount them with 
the Central Bank. The rediscount rate is 
2% per cent and the interest rate to corpo- 
rations is 5 per cent and up. In Brazil, 
8 per cent interest is charged on bank loans 
or on overdrafts of accounts; 6 per cent 
interest is paid on 90-day or 6 months 
savings in Chile. 

Imports up. Mr. Hill said that in the 
last year, the growing availability of im- 
ports had brought a sharp reversal in the 
South American trade position. It is now 
necessary to buy free gold to import cer- 
tain luxury items. Gold can be bought at 
$65 an ounce on the free market, although 
it is officially pegged at $35 an ounce. 
This free gold cannot be taken out of the 
country. 

“To give you an idea what this means in 
cost to the individual,” said Mr. Hill, 
“an $1,800 American-made car would 
cost $4,400 to be imported to Chile; $1,200 
in loss on free gold purchase, $400 freight, 
and $1,000 import duty. 

“There are a great many opportunities 
in South America,” said Mr. Hill. “In 
Buenos Aires alone there. are about 250 
American corporations, although in Argen- 
tina, American corporations find it almost 
impossible to get any of their profits or 
dividends out of the country.” 

One thing that Mr. Hill found hardest 
to realize is the proximity of South America 


in the present air age, with the trip from 
Buenos Aires to Minneapolis requiring 
only 22 hours. 
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Happy Adoption 


Industry’s efforts to sell the American 
system of free enterprise is not news. Nor 
is it news when a commercial bank directs 
its advertising to the same purpose. How- 
ever, when a commercial bank adopts the 
copy and layout of a large manufacturer’s 
national campaign to preserve the Ameri- 
can way of doing business, it comes some- 
what into the “man-bites-dog” classifica- 
tion. 

That is what Fhe Provident Trust Com- 
pany of Philadelphia-is doing with the 
series of advertisements SKF Industries 
launched in Business Week magazine early 
this year. The first ad reproduced depicts 
two automobiles, one of vintage 1910, the 
other, modern and streamlined. Each 
bears a price tag in terms of working hours 
of an American wage earner of the respec- 
tive period. 

The theme of the ad points home the 
fact that American productivity and enter- 
prise in creating the world’s highest stand- 
ard of living, was the accomplishment of 
all Americans working together the Ameri- 
can Way, and not the work of one group 
or organization. 

Banking role. Provident Trust then 
cites its own respective place in this way of 
life, and the broad banking facilities, so 
essential to our economy, that it has made 











Who did this? 


bikes first came 

use, it took 5,907 hours of a workman's 
time to ear the price of the average 
horles: carriage. No wonder few pro- 
duction workers could afford one. Today, 
an infinitely better car can be bought 
by « worker for only 1,320 hours’ pay 


When 





advanced technijues, enterprite aint 
high prodoctivity. Our is a triumph of 
ali Americans, working vogether in the 
American way 

fn providing broad banking facilities, 
ewentiol to our economy, Provident has 





Whe did it? Not any one man or kind 44 yeu 
of man, Above all. no one cless of men 
Americans by the million did it, working 
all together. 


system. create a 
of living—mimng the pay and purchas- 
Cars are only one example of America’s — ing power of our people too level never 
High standard of living, achieved by — dreamed of in other purts uf the World 


Provident Trust Company 
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In terms of working hours 


available for thousands of businesses during 
the past 84 years. 

Provident’s president, William R. K. 
Mitchell, in discussing the campaign, said : 
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“The Provident Trust Company is 
keenly aware of its obligation to do all it 
can to preserve the American way of life. 
The SKF Industries’ advertisements pre- 
sent the case in such clear and interesting 
terms that we are glad to make use of 
them.” 

When SKF Industries first began to 
consider a series of messages pointing up 
the advantages of life in democratic 


‘America, it was part of their plan to allow 


other businesses to use the advertisements. 

Said William L. Batt, SKF president: 
“Every man, woman and child in America 
is concerned with the protection and 
betterment of our social ahd economic 
system. That is why we are glad to make 
the entire series available to other indus- 
tries and institutions.” 

+ % + 


Foreign Investments 


Within recent weeks there has been a 
marked stimulation of discussion regarding 
the problem of foreign investments, with 
the recognition that there is no time to 
waste if private loans are to be available 
to take up the slack when governmental 
assistance such as the European Recovery 
Program passes out of the picture or is 
materially reduced. 

Assuming that the nations of the world 
will continue to be faced with substantial 
annual dollar deficits for many years to 
come, it is considered likely that United 
States investments or loans abroad will be 
a primary requisite for bridging the gap. 

However, it is also recognized that to 
persuade such potential investors as busi- 
ness enterprises, banks and individuals to 
extend other than short-term, self-liquidat- 
ing credits abroad, certain conditions must 
be achieved. Winthrop W. Aldrich, chair- 
man of the board, The Chase National 
Bank, has listed these as: military security 
from aggression, political stability, and 
economic stability with realistic exchange 
rates. 

Since he does not believe that exhange 
stability can be quickly achieved, Mr. 
Aldrich suggests a U. S. Government 
guarantee to private investors that will 
cover fluctuations in the exchanges. 

Guarantees. The entire problem of 
government guarantees is a complex and 
disputed one, with opinion as to the right 
solution widely divided, even among 
businessmen. Some are opposed to the 
principle; others feel that without such 
guarantees it is futile to expect any sub- 
stantial additional movement of American 
techniques or capital to other countries. 

As to the eventual solution, Secretary 
of Commerce Charles Sawyer asserts: “It 
seems probable that some kind of guarantee 
will be worked out, but the precise form it 
will take is not easy to predict. The 
guarantee obviously should cover more 
than the dollar convertibility of the origi- 
nal capital investment. Also experience 
has indicated that some guarantee against 
the risks of expropriation or war damage 
is desirable.” 

However, Mr. Sawyer cites some of the 
difficulties involved. “For example,” he 
says, “if we guarantee a new business 
investment, should we not also guarantee 
the American investor who already has 
his money in the other country? If we 
guarantee the old investor, what do we 
guarantee?” 
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Recent news reports indicate that the 
Administration in Washington has virtu- 
ally decided to ask Congress to empower 
the Export-Import Bank to make limited 
guarantees on foreign investments by 
American capital. It is said that at first 
these would merely assure convertibility 
of profits into dollars, but that if this first 
phase worked well the program might be 
broadened to cover other hazards involved 
in capital investments abroad. 

ICC reports. In a move designed to en- 
courage participation of American busi- 
nessmen in international economic affairs, 
the United States Council of the Interna- 
tional Chamber of Commerce has made 
public two reports. ; 

One is a “Draft Code of Fair Treatment 





for Foreign Investments,” and is the result 
of two years of study on the part of busi- 
nessmen from 32 nations working as a 
committee. It contains many provisions 
against discriminatory political, legal or 
administrative measures which hamper 
foreign investments. 

The second report, on “Intelligent Inter- 
national Investment,”’ makes specific sug- 
gestions concerning American business 
participation in President Truman’s pro- 
posed program to develop the backward 
areas of the world. Included is a recom- 
mendation that the President appoint a 
committee of government officials and busi- 
ness and financial leaders to explore the 
whole subject, and to make policy recom- 
mendations. 

















marketability. 


vey of the Municipal Bond Market. 


Tax exemption, broader marketability, increased yield... 


A timely new survey of the 
municipal bond market 


Long preferred by conservative buyers, municipal bonds today com- 
mand the interest of a broadened field of investors. Changes in price 
levels have brought some municipals to the same yield basis as many 
taxable bonds. Tax exemption has gained new meaning and value. 
Greater issue volume has created greater investment interest and broader 


These and many other factors affecting municipals, including price 
trends and outlook, are discussed concisely in our 1949 Mid-Year Sur- 













Mi d-Yeat Surv ey 


orf a 
The Municipal — 
Market 





Send for this helpful survey, and for 
tax charts showing the relative value of 
taxable and tax exempt bonds for indi- 
vidual, bank and corporate investors at va- 
rious income levels. Ask for folder BC-7. 








ing 3.38 per cent. 








TAX EXEMPTION’S APPEAL 


An individual with an annual taxable income between $10,000 and 
$12,000 would add as much to his net income from the purchase of a 
municipal bond yielding 2.25 per cent as from a taxable bond yield- 


To a bank or other corporation in the 38 per cent tax bracket, a 1.50 
per cent yield on a tax exempt municipal bond is equivalent to a 2.42 
per cent yield on a taxable bond. To a bank in the 53 per cent tax 
bracket, the yield on a 1.50 per cent tax exempt municipal is equiv- 
alent to a 3.19 per cent yield ona taxable bond. 
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Aview of Central National Bank's entrance 


to the ultra-modern main bank building. 


The entrance to the new motor bank, 
where many banking sérvices are trans- 
acted directly from automobiles. 
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Tomorrow’s Bank:.. Today 


CORDIALLY INVITES YOU TO INSPECT AMERICA’S 
. NEWEST, MOST MODERN AND UNUSUAL 
BANKING QUARTERS 


We of Central National are enjoying occupancy of 
our new home... covering over 100,000 square feet 
of banking facilities, incorporated within two con- 
necting new, ultra-modern buildings. 


In both the new motor bank building . . . and the 
main bank building . . . you'll find the very latest 
innovations in bank service. 


Make a visit to Central National a “must” on your 
next trip to Chicago. We know that you will enjoy 
inspecting our new home, and meeting the friendly 
staff of the institution that offers the experience and 
enthusiasm bankers everywhere are receiving. 
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AT THE CROSSROADS OF A METROPOLIS... Central National 
Bank, in the heart of Chicago’s commerce and industry, offers 




















i} 








CENTRAL NATIONAL BANK 
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Roosevelt Road at Halsted Street 


complete security and convenience. 
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BANKING NEWS 








A Banking Bulwark 


A greater role in tomorrow’s banking 
world for the training and educational pro- 
gram of the American Institute of Banking 
was foreseen by Hartwell F. Taylor, newly- 
elected national president, in his inaugural 
address at the recent Portland convention. 

Mr. Taylor, assistant vice-president of 
the Bank of Virginia, Richmond, Virginia, 
in lauding the part the Institute has played 
in educating and developing the present 
executives of our banks, declared: 

“The A. I. B., more than any other 
single unit within the framework of the 
American Bankers Association, can help 
meet the threat of socialized government 
control. It is only through education that 
we can develop the quality of leadership 
necessary for the preservation of our future 
well-being.” 

Mr. Taylor pointed to the expansion 
possibilities of the A. I. B. when he said: 

- . when we realize that our present 
membership represents only 25 per cent 
of the bankers in America, and our enroll- 
ments are less than 10 per cent of the total 
number of people engaged in banking, the 
field for expansion of our activities is almost 
unlimited.” 

The Bank of Virginia vice-president 
called the smaller communities the very 
backbone of the American private enter- 
prise system of banking, and asked that 
the extension of banking education to 
these communities be one of the A. I. B.’s 
primary missions. 

In line with the expansion possibilities 
of the A. I. B., the national secretary of 
the Institute, Floyd W. Larson, told the 
opening session of the 47th annual conven- 
tion that A. I. B. membership was at an 
all-time high of 89,022. 

In a report on the educational progress 
of the Institute, Leroy Lewis, national 
educational director of the Institute, 
revealed a slight decline in course enroll- 
ment, which he attributed principally to 
the decline in veteran enrollment as the 
war years recede. He reported the com- 
pletion of new textbooks and plans for 
others now in the process of being written. 
He announced new plans for sectional con- 
ferences as well as changes now being made 
in the curriculum of the Institute. 

Mr. Lewis spoke highly of the “forum”’ 
type of meeting held by many A. I. B. 
chapters, calling this kind of educational 
meeting “‘the soundest educational tech- 
nique next to the Institute’s formal educa- 
tional program.” 

Golden tongues. A feature part of the 
convention was the National Public Speak- 
ing Contest for the A. P. Giannini Educa- 
tional Endowment prizes. First place 
winner was Carl L. Rogers, Bank of 
America, Los Angeles, California. Mr. 
Rogers was one of eight district contest 
finalists discussing the subject, ‘Public 
Relations and My Job,” and competing 
for the five cash awards ranging from $500 
down to $100. The winner of second place 
was Robert D. Womer, Lebanon County 
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Standing from left to right : L. I. WILLIAMS, J. R. WAGNER, A. E. ROEMERSHAUSER, 
S. B. HARMAN, J. K. EWART, H. F. TAYLOR 


The A. I. B. elects its new slate of officers 


Trust Company, Lebanon, Pennsylvania; 
third place winner was Miss Audrey V. 
Cherry, Citizens Trust Company, Ports- 
mouth, Virginia; and fourth place was won 
by Jerry K. Meacham, Jr.. BancOhio 
Corporation, Columbus, Ohio. 

The following day a debating team from 
the Los Angeles Chapter argued the nega- 
tive side of the question: “Resolved, That 
Federal Control of Installment Financing 
Should be Removed,” to defeat the 
Detroit team in the National Convention 
Debate for the Jesse H. Jones Debate 
Fund award. Members of the winning 
team were S. W. Danielson, Bank of 
America, and Charles Bowerman, Farmers 
and Merchants National Bank of Los 
Angeles. The alternate was Arthur E. 
Oliver, Farmers and Merchants National 
Bank of Los Angeles. 

Although the National Convention De- 
bate has been held for a number of years, 
this is the first to make use of the Jesse H. 
Jones Debate Fund awards. The fund was 
established a year ago by Mr. Jones, chair- 
man of the board of the National Bank of 
Commerce, Houston, Texas, and former 
United States Secretary of Commerce, to 
encourage debate training as part of the 
A. I. B. program. The fund provides a 
cash prize of $600 for the winning team 
and $300 for the losing team, and defrays 
the expenses of participants. 

First places in the three divisions of the 
National Publicity Scrapbook Contest 
were won by A. I. B. Chapters from Rich- 
mond, Virginia, Scranton, Pennsylvania, 
and Oklahoma City, Oklahoma. 

New officers elected. Mr. Taylor, 
president-elect and former vice-president, 
relinquished the vice-presidency to J. Kaye 
Ewart, assistant to vice-president of the 
National Bank of Washington, Tacoma, 


Washington, who was an executive council- 
man from 1945 to 1948. 

The convention also elected four new 
Excutive Councilmen to serve three-year 
terms. They are Stetson B. Harman, 
trust officer, First Trust and Savings Bank 
of Pasadena, Pasadena, California; Alvin 
E. Roemershauser, assistant vice-presi- 
dent, Whitney National Bank of New 
Orleans, New Orleans, Louisiana; J. Ralph 
Wagner, cashier, National Bank of Wyan- 
dotte, Wyandotte, Michigan; and Leon I. 
Williams, assistant vice-president, Peoples 
National Bank and Trust Company, 
Pittsburgh, Pennsylvania. 


° ¢ ¢ 


War Declared 


March and April of this year brought to 
light two of the most spectacular bank 
fraud cases in recent history. “Over a 
million embezzled dollars exposed in 
seven days,” declared the alarmed Na- 
tional Association of Bank Auditors and 
Comptrollers. 

In keeping with its policy of pressing 
those issues vital to bank audit and con- 
trol, the N. A. B. A. C. declared war on 
bank fraud on May 23. Under the direc- 
tion of President Paul D. Williams, Darrell 
R. Cochard, executive secretary, and Evan 
M. Johnson, executive director, the N. A. 
B. A. C. mailed 11,522 copies of their 
Fraud Letter to non-N. A. B. A. C. mem- 
bers in the United States to warn them of 
the growing number of fraud cases in 
banks. With the letter was a reply card 
which could be used to order the Audit 
Schedule Control Book. The book con- 
tains suggestions for aiiditing a bank with 
a staff of only three persons, a second part 
for banks with four to seven persons, and 
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a third part for small banks with a staff 
of more than seven persons. A Direct 
Verification Manual and an Audit Program 
for the Smaller Bank booklet are also 
available through N. A. B. A. C. 

Fourfold program. By far the most 
important recent development in the 
association, the bank loss prevention cam- 
paign will continue to be emphasized 
throughout the year. 

_ The N. A. B. A. C.’s national program is 
fourfold. Conferences will be held on 
national, regional and local bases to study 
the problem and to develop and establish 
programs and policies. Technical com- 
mittees on bank fraud prevention and di- 
rect verification will be on call to devise 
systems, methods and procedures. An 
expanded filing system covering 75 major 
subjects is available to all members, and 
the N. A. B. A. C.’s monthly publication 
on bank control and operation is expected 
to be of major assistance in the campaign. 

President Williams, in signaling the 
opening volley in the war against fraud, 
stated that there is great need for better 
audit and control in the banks of America, 
which should come from within the bank- 
ing system itself. 

. ¢ ° 


Boon to Toastmasters 


Cited as Chicago’s “most popular after- 
dinner speaker,” Herbert V. Prochnow, 
vice-president of The First National Bank 
of Chicago, now has endeared himself to 
hundreds of executives and businessmen 
who yearly face the agony of acting as a 
master of ceremonies or toastmaster. 

Mr. Prochnow has written a compre- 
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N. A. B. A. C. officials send fraud letters to non-member banks 


hensive book, ““The Toastmaster’s Hand- 
book,” (Prentice-Hall, Incorporated, Pub- 
lishers, 70 Fifth Avenue, New York 11, 
$3.95), containing a treasury of original 
ideas and practical aids designed to rid the 
speaker forever of fear and trembling on 
such occasions. 

It covers the general responsibilities of 
the toastmaster and gives illustrations of 
introductions, the speaker’s response, and 
stories, epigrams and witticisms that will 
provide the toastmaster with all the 
“‘ammunition” and assurance he needs. 


* * ° 


Rain Insurance 


A new wrinkle in connection with an 
opening ceremony was introduced recently 
by the South Brooklyn Savings and Loan 
Association of Brooklyn, New York, when 
the institution purchased rain insurance to 
protect its promotional interests. 

In conjunction with its plans for opening 
a new office, the association took out a 
policy with the Hartford Fire Insurance 
Company which stipulated that a settle- 
ment of $2,500 would be made if one-tenth 
of an inch or more of rain fell during the 
ceremonies. The contract stated that the 
volume of rain would be determined by the 
United States Government weather station 
located nearest to the new quarters. The 
premium for the policy was $203.25 and 
covered all forms of precipitation. 

As it turned out the sun was shining 
that memorable day, which made every- 
body happy—the Hartford Fire Insurance 
Company included. 


World’s Oldest Checks 


Two 285-year-old checks, of earlier date 
than the “Goldsmith” check hitherto pre- 
sumed to be the oldest in existence, re- 
cently came to light in London and are now 
on display in the Chase National Bank 
Collection of Moneys of the World. 

These checks, or “order forms” as they 
were called at first, are dated March and 
September, 1664. They are only slightly 
faded and frayed with the weathering of 
three centuries, and the writing is clearly 
legible today. About the size of modern 
checks, they are not printed forms, but 
rectangular pieces of ordinary stock paper 
with all the details of the draft written out 
in the drawer’s longhand. Drawer and 
drawee are the same on both checks: 
Nicholas Van Acker; a merchant of the 
Netherlands, and John Morris of the great 
firm of London scriveners, Messrs. Morris 
and Clayton, with whom Van Acker kept a 
deposit account probably for settling bal- 
ances in his English trade. 

Pray pay. The older of the checks reads: 
“Mr. Morris. Pray pay unto the bearer 
hereof Mr. Watts or order the sum of 
thirtye-two pounds. I say 32 for yrs 
(yours) Nicholas Van Acker. London 14th 
of March, 1664.” 

The later check is drawn in the same 
fashion for “‘twentie pounds” to the order 
of one Mathew Riches, dated ‘2nd of 
September, 1664.” 

Banks were not yet known at this time, 
and money-lending methods were antique 
survivals of the Middle Ages. The first 
central bank of issue, the Bank of England. 


Chase Bank collection now includes “‘world’s o!ldest’’ check 
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was not established until 1694. After the 
raid of Charles I on the Exchequer, British 
merchants had lost confidence in public de- 
positories and turned to the goldsmiths and 
the scriveners for the safekeeping of their 
funds. 

Early financiers. The scriveners were 
notaries and money brokers of the day. 
They drew up contracts, prepared legal 
writings, in the manner of lawyers today, 
and did a considerable business in mort- 
gages. It is logical that they should have 
been the first to devise the brief and concise 
order form. 

The scriveners Morris and Clayton, with 
the quaint address “At the ‘Flying Horse 
under the Old Exchange in Cornhill,” were 
prominent in the field of British finance. It 
is noteworthy that the flying horse is the 
emblem of Lloyd’s Bank today. 

.The earliest checks were not recognized 


as another form of currency or as an easy [ 


and widely accepted means of settling bal- 
ances. They were considered merely a 
means of saving a customer the inconven- 
ience of going in person to his depository. 
Not until nearly a century later did the 
first printed checks appear. 

The checks now on display in the Chase 
Collection were discovered by a London 
book dealer in a collection of 17th century 
manuscripts. 
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Telier Cage Design 


When it planned its new Union Square 
Office, the Manufacturers Trust Company 
of New York City devoted special attention 
to developing teller cages which would as- 
sure maximum efficiency, convenience, and 
protection. 

An example is shown on page 12—on 
the left as it appears when ready for the 
day’s operations and on the right as it 
looks after the teller has gone out leaving 
the cage in readiness for the relief teller. 
The latter, with a prepared cash position 
set up in a special container, places the con- 
tainer in a drawer assigned to him and pro- 
ceeds to operate the window immediately. 
In this way, normal window service is 
maintained during the luncheon period. 

Protective features. Currency side 
counters are constructed back to back in 
adjoining cages as an added measure of 
protection. Since all of the teller’s cash is 
concentrated either on the right or left of 
his cage, depending upon the location of the 
currency side counter, it is possible to 
locate a single telephone on a shelf between 
adjoining cages without exposure to either 
teller. Doors are equipped with a double 
cylinder lock requiring a key for either exit 
or entry. Baseboards provide additional 
protection when coin is_ accidentally 
dropped or deliberately left on the floor of 
the cage. Deal plates are 8 inches above 
the teller’s counter and protected by a 
wicket barrier. 

In order to discourage such dangerous 
practices as pyramiding bills on the counter, 
arranging payrolls and night depository 
bags on the side counters, or keeping open 
cash boxes and reserve coin on the floor of 
their cages, compartments and drawers are 
designed for specific purposes. For in- 
stance, sixteen compartments for individual 
denominations are built into the top of the 
currency side counters. Eight of these 
compartments are reserved for the dis- 
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A link with the Past... 


~~ 


“BANK OF GOLD GULCH,” an authentic reproduction of a colorful 


banking house of the Old West, has been constructed and is 
being maintained by the Continental Illinois Bank as part of a 
typical mining town at the Chicago Railroad Fair this summer, 
from June 25 to October 2. 

In the atmosphere of this old-time bank you will have an oppor- 
tunity to see many interesting exhibits of the Gold Rush Era— 
loaned to us by our many friends in the West— including pros- 
pectors’ equipment and the story of gold from ore tominted coin... 

All of which is a reminder that Chicago has grown from a 
frontier outpost to a great city and that banking practices have 
seen many developments in the 92-year history of the Continental 
Illinois Bank —92 years of friendly service to the community and 


the nation. 


* * * 


When you are in Chicago this summer, we invite you to 
visit us and the Bank of Gold Gulch at the Railroad Fair. 


* * * 


Continental Illinois National Bank 


and Trust Company of Chicago 
231 SOUTH LA SALLE STREET, CHICAGO 90, ILLINOIS 


Member Federal Deposit Insurance Corporation 
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Model teller’s cage simplifies operations at Manufacturers Trust Company, New York 


tribution of the teller’s odd bills. The other 
eight are reserved for the use of the teller 
in pyramiding, or building up, his packaged 
bills. As a result, the teller automatically 
clears his counter after each transaction. 
A folding cover closes and locks these com- 
partments when the teller leaves the cage. 
A large cabinet directly below the bill com- 
partment provides protective storage space 
for the teller’s cash box, packaged bills, and 
reserve coin.. During the teller’s absence, 
he closes a sliding door and locks this cab- 


inet. The extreme right of the currency 
side counter features a utility cabinet with 
a hinged door equipped with a lock. 

Only two drawers. Space is provided to 
the right and left of the deal plates for the 
teller’s rolled coin tray and a rack for the 
accumulation of checks cashed and de- 
posits received. Hinged doors that blend 
with the paneling, are closed and locked by 
the teller when he leaves his cage. It will 
be noted that only two drawers have been 
incorporated into the design of this cage. 











Mail Math! 


...can be costly when postage 

is overpaid, embarrassing when 
underpaid ...and no problem«at all 
when the bank has a PB mailing 
scale!... Automatic pendulum 
mechanism weighs exactly—fast! 
... prevents embarrassing “Postage 
Due” letters from getting through, 
saves wasteful overpayment of 
postage ... The wide-spaced 
markings show precise postage 
necessary at a glance... And the 
PB scale is built to last for years! 
. -- Also available: a 70 Ib. 
Parcel Post model... Write for 
illustrated booklet and free chart 
of new postal rates... 


= PITNEY-BOWES 
Mailing Scales 


PITNEY-BOWES, INC. 
3187 Pacific St., Stamford, Conn. 


Originators of the postage meter 
-.. Offices in 93 cities. 








The lower of these two drawers, in con- 
junction with the shelf directly under the 
teller’s counter, is intended for the storage 
of forms and supplies. The upper drawer 
was designed for use where space is at a 
premium and the teller’s absence during the 
lunch period presents a problem. 
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Fictitious Payees 


The importance of banks having in their 
possession authority for negotiating for 
cash or for deposit to personal accounts, 
checks payable to firms, partnerships, 
corporations, etc., is emphasized by N. J. 
Hanks, assistant cashier, The United States 
National Bank of Portland, Oregon. It is 
his contention that many banks look upon 
such authority as having little or no im- 
portance in their records, and therefore 
consider it unnecessary to verify business 
ownership before negotiating checks so 
payable. 

“Every day banks guarantee endorse- 
ments on thousands of checks and they 
know nothing about the endorsers, other 
than that the bank has such an account,” 
says Mr. Hanks. “They give credit to in- 
dividuals and businesses, credit through 
deposit, and they know nothing or very 
little about the depositor because when 
opening accounts they obtain only a signa- 
ture, an address and an initial deposit, with 
no respect for credit principles, information 
and authority to substantiate money to be 
deposited to and paid out of the accounts.” 

Potential hazard. As evidence of possi- 
ble losses deriving from a lack of precau- 
tion, Mr. Hanks cites an applicable lawsuit 
eovered under the heading, “Fictitious 
Payees,” in the “Court Decisions” section 
of the February, 1949 issue of Burroughs 
Clearing House. It related to “the most 
gigantic embezzlement scheme of recent 
years.” , 

In Oregon, anyone operating under a 
name other than his legal name, in order 
to have legal standing in the courts, must 
record the assumed name in the county in 
which the individual or business is located, 
thereby making of public record the indi- 
vidual owner or owners. 

“It has long been our bank’s practice 
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when opening new checking accounts diplo- 
matically to insist on this recording of 
assumed business names, so we may verify 
the date of registration and ownership, and 
place this information on the signature 
cards of respective accounts,” Mr. Hanks 


explains. “In the case of a solely owned 
business, the owner may delegate others or 
negotiate checks payable to the business 
on his written authority. However, if the 
business is a partnership, any partner may 
endorse checks payable to the business for 
deposit to the business account, but if a 
partner wishes to cash or deposit to a per- 
sonal account checks so payable, specific 
authority delegated to this partner must be 
so given in writing, and must be signed by 
all partners. It is seldom that a request is 
made to cash or deposit to personal ac- 
counts, checks payable to a corporation, 
but if such a request is made the checks are 


only negotiated after we receive a specific © 


resolution authorizing such officer to nego- 
tiate for cash checks payable to the corpora- 
tion. 

Little difficulty. “Rarely do we have 
dealings with individuals who object to 
registering a name and usually in these 
cases, after explaining the importance and 
protection to them through registration, 
they are sold on the idea and want to pro- 
tect themselves by registering the name,” 
Mr. Hanks adds. “In the case of the few 
who refuse, we politely ask to do their bank- 
ing elsewhere for we cannot force regis- 
tration. I might add that in small com- 
munities where everybody knows every- 
body else, and their business, discretion 
would affect policy and practice. 

“During periods when business is not as 
brisk as it might be, we try periodically to 
have tellers check deposits for endorse- 
ments, and from time to time pick up items 
that are being deposited to personal ac- 
counts that we have missed, or are payable 
to a business just recently organized.” Mr. 
Hanks continues. ‘“‘We first check to see if 
the name is recorded, and if registration 
and negotiations are in order, mark our 
records accordingly. If such is not the case, 
we write or personally explain to the de- 
positor the necessity and our purpose in re- 
questing registration.” 


¢ ° * 


New Banking Quarters 


Not all banks completing their post-war 
remodeling plans are struck by the ultra- 
modern tendency in recent bank moderni- 
zation projects. A remodeled Georgia 
bank reflects the tastes of the traditional 
south, gabled windows, wrought iron bal- 
conies, et al. And an Oklahoma bank so 
blends into its residential surroundings as 
to make it indistinguishable from the 
neighboring homes. Home comforts, liv- 
ableness and decorative murals and pic- 
tures also play prominently in recent 
changes. 

+ 


A touch of the old. In contrast to the 
usual procedure of remodeling bank quar- 
ters in contemporary styling, Citizens & 
Southern National Bank harked back to 
a gentler and more decorative architectural 
period in revamping and enlarging its 
King Street office in Savannah, Georgia. 
The personal ideas of Hugh C. Lane, presi- 
dent, have been incorporated in the design. 
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The rebuilt front of the office is of old 
Charleston brick, and the gabled windows 
and wrought iron balconies further help to 
create an atmosphere in keeping with the 
traditional local architecture. The foyer is 
designed around a mill stone found on a 
near-by plantation. Above the stone is a 
crystal chandelier, and an antique clock 
hangs on the rear wall. Small lights deeply 
recessed in the ceiling project a flood of 
soft light on desks and floors. 

a 

The residential look. Patrons planning 
to do business with Brookside State Bank 
in the Tulsa, Oklahoma, suburban area will 
have to look twice in locating the bank 
building. The colonial structure, reminis- 
cent of Williamsburg, Virginia, architec- 
ture, is located in an attractive residential 
area of Tulsa, and differs little in outward 
appearance from any of the homes of the 
community. A massive woodburning fire- 
place, handsomely paneled in walnut, 
centers the north end of the lobby. An- 
other feature is a portable youth bank 
which is rolled to the center of the lobby 
on Saturdays, where children can open 
accounts for any amount. 

The bank is located on a corner lot with 
parking space for more than 100 cars, 
including two-way drive-ins and outlets. 
The grounds are shrubbed with more than 
40 evergreens. 

+ 

A year’s work. Three spectacular, 
painted murals dominate the spacious 
banking room of American Trust Com- 
pany’s recently remodeled and enlarged 
Sacramento main office, in California’s 
capital city. 

The murals completely fill the rear wall 
of the attractive banking room. Two of 
these colorful designs measure seven by 
fourteen feet and the center one is nine by 
nineteen feet. On the left is a heroic-sized 
figure of a typical miner of the Gold Rush 
days and on the right a poke-bonneted 
pioneer mother of that era, flanking the 
center montage of scenes and incidents 





Remodeled Sacramento, California, main office of American Trust Company 


Murals depict the growth of California 


picturing the spirit and forces leading to 
the emergence of California as a great state. 

The murals required a year’s work for 
completion and were painted by the inter- 
nationally-known artist, Millard Sheets, 
who heads the art department of Scripps 
College at Pomona, California. 
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Bleached oak and murals. The Air- 
port Plaza, new shopping center for resi- 
dents of Cheektowaga, New York, ac- 
quired an air of permanency recently upon 
the opening of the ultra-modern Cheek- 
towaga Office, Manufacturers and Traders 
Trust Company of Buffalo, New York. 

The office moved from temporary quar- 
ters to one distinctive in interior decoration 
and accommodation. Finished through- 
out in bleached oak, the paneled walls 
and counters harmonize with furniture 
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designed for the comfort of patrons. A 
special feature is six photo-murals decorat- 
ing the side walls, depicting the progress 
of Cheektowaga. 

7 

Trimmed down. The First National 
Bank at Vinita, Oklahoma, clipped a story 
from their 3-story building before getting 
down to the business of building a com- 
pletely new interior. 

Also trimmed down were the old-style 
high rail, iron cage fixtures to make way 
for low rail teller windows with glass panel- 
ing. Attractive light fixtures employ the 
latest in diffused lighting. Exterior face- 
lifting includes a modern, Carthage stone 
front. 

. 

Vermont modification. The great 
change in appearance that can be effected 
merely by the elimination of old-type high 
counterscreens is graphically illustrated in 
the “‘before and after’ views (page 15) of 
Capital Savings Bank and Trust Company, 
Montpelier, Vermont. Equipment has 
also been modernized, and includes a first 
internal dial telephone system. The lobby 
has been almost doubled in size, and there 
is a new bronze and glass vestibule that 
adds considerably to the room’s attractive- 
ness. 

+ + . 


Employee Council 


Working on an experimental basis, the 
Second National Bank of Houston, Texas, 
established an Employee Council in July 
of 1947. Initially, the council’s duties in- 
cluded investigating and considering con- 
structive criticism and suggestions sub- 
mitted by employees to management 
through a new suggestion system. 

Since then, according to Robert Stewart, 
chairman of the Employee Council, the 
duties of this representative group have 
been broadened to include the assisting of 
management, whenever possible, in improv- 
ing operating efficiency and in maintaining 
a satisfactory employer-employee relation- 
ship. 

Council make-up. A chairman, plus 
six members, representing almost all types 
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Citizens & Southern National Bank, Savannah, 


has traditional styling 


Cage modernization, Capital Savings and Trust Co., Montpelier, Vt. 


Contrasting trends in recent bank modernization and construction projects 


of work in the bank, are elected by the 
employees to serve for a one-year period. 
Bank officers are not eligible for council 
duty. Dividing the bank into precincts, 
for election purposes, enables at least one 
member of the council to be familiar with 
any suggestion brought before the council. 
A council member must serve at least one 
year before becoming eligible for chair- 
manship. 

The president of the Second National 
Bank, L. R. Bryan, Jr., on receipt of the 
by-laws of the newly-formed Employee 
Council two years ago, commented: 
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The management welcomes the estab- 
lishment of this council, which we hope 
will act.as spokesman for our employees in 
working out a fair and equitable solution 
of any and all problems which may from 
time to time arise.” 

Suggestion system. Although the Em- 
ployee Council has risen in importance, the 
suggestion system, “On Second Thought,” 
still remains as a vital function of the 
council relative to employer-employee 
relationships. 

“On Second Thought” boxes are located 
on each bank floor. Ideas are submitted 


on serially numbered forms which have 
stubs bearing corresponding numbers. 
Employees are not required to sign sug- 
gestions, but may do so if they wish. In 
any event, they retain the stubs, which 
provide a means of identification should 
cash awards be made. Suggestions are 
collected four to six days before the 
monthly council meeting by the secretary, 
and copies are distributed to each council 
member to permit advance consideration. 

All council recommendations are re- 
ferred to management, which conducts any 
further investigation it thinks necessary, 
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Pittsburgh has valuable indus- 
trial knowledge and technolog- 
ical facilities. A large proportion 
of the graduates of its five local 
colleges live in Pittsburgh, pro- 
viding industry with a constant 
source of educated manpower. 
Pittsburgh industrial engineers 
and workers are thoroughly 
familiar with mass production 
techniques. Industrial research 
conducted in this area is out- 
standing. 
me you are involved in plan- 
erations in Pittsburgh, 
you AT ‘en d these and other facil- 
ities of great advantage. And 
Peoples First National, with its 
15 completely staffed offices, is in 
excellent position to co-operate 
with you on projects in this area. 
Your inquiries are invited. 


PEOPLES FIRST 
NATIONAL 


BANK & TRUST COMPANY 
Pittsburgh 30, Pa. 
Member F. D. 1. C. 
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Tellers’ island utilizes lobby floor space 


gives its decision, and also determines the 
amount ‘of the awards to be paid for 
adopted suggestions. Names of employees 
receiving awards are posted on the bulletin 
board. In any event, all suggestions are 
answered, whether accepted or not. 

The suggestion system has since resulted 
in the bank’s providing lounge facilities for 
bank employees. 

Two other recent changes in day-to-day 
operation include a change in elevator 
servicing, separating bank personnel from 
customers, and instituting the practice of 
bank personnel picking up their own check- 
ing account statements each month in- 
stead of having them delivered. 
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Tellers’ Island 


The Peoples Bank of Dayton (Ohio) has 
made effective use of floor space in the 
center of its lobby by installing a “‘tellers’ 
island,” now occupied by the new-accounts 
and checkbook departments. 

At this location, the new-account tellers 
perform all of the functions necessary in 
opening new accounts and recording initial 


deposits. Showcase sections enable the 
bank to display checkbook samples and 
promotional material effectively. To pro- 
vide extra desk space, typists’ compart- 
ments are built into the counters. 

A supplementary purpose of the island 
is to serve as an information desk. 
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Sliding Interest Rate 


The South Side Bank and Trust Com- 
pany, 4659 Cottage Grove Avenue, Chi- 
cago, in connection with its fifth anniver- 
sary, has inaugurated a special T-Savings 
Plan, offering a higher rate of interest on 
deposits of $1,000 or more. Such deposits 
will earn 1% per cent interest if left one 
year; 2 per cent the second year; and 24% 
per cent the third. A 90-day notice of 
withdrawals is required during the first two 
years, 180 days during the third year. 

Public acceptance of this plan has been 
very favorable. Within two weeks of the 
time the attractive folder announcements 
were mailed, new deposits under the plan 
topped $100,000. Considerable additional 
money is promised for July 1 by individuals 


New development in trend toward higher rate on savings 
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who wish to deposit funds under this plan 
without loss of interest elsewhere. 
Profitable plan. Carl L. Jernberg, 
president of the bank, who has had some 
four decades of banking experience in 
Chicago, does not anticipate any great 
difficulty in investing the extra T-Plan 
deposits profitably. The bank’s automo- 
bile loan department, now about two and 
. one-half years old, is one of the institu- 
tion’s most profitable divisions. (The 
bank has two listings in the Chicago 
telephone directory, one under the name 
of the bank, the other directly beneath it 
headed “‘auto loans” and with a different 
phone number.) Also, the demand for 
sound commercial loans is good. ; 
Deposits have increased in the five years 
from $2,500,000 to $11,500,000. 
New-business minded. Mr. Jernberg 
attributes the very creditable increase in 





Toast to healthy 5-year-old 


deposits over the five-year period to the 
fact that all of the officers, directors and 
stockholders are ‘‘new-business minded.” 
The bank employs two men who are con- 
stantly seeking new business and the 
officers, after banking hours, make many 
calls in the neighborhood. 

Other features of the fifth birthday 
celebration, aside from the T-Savings Plan, 
included a large replica of a birthday cake 
in the lobby, and drawings for 250 prizes 
(merchandise and certificates) contributed 
by merchants in the district. A ticket for 
the drawings was mailed to each customer 
and given to each new depositor. 

The bank is also co-operating with the 
U. S. Savings Bond Opportunity Drive by 
awarding $50 and $25 bonds to customers 
holding the lucky tickets in certain drawings. 

With the huge cake and other colorful 
decorations in the lobby, and with the 
various prize drawings and neighborhood 
publicity, few people in the bank’s terri- 
tory could have failed to note this progres- 
sive institution’s fifth anniversary. 
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Fringe Benefits 


The importance of publicizing ‘fringe 
benefits” to employees is slowly being 
recognized by banks as well as industry. 

Such advantages as Christmas bonuses, 
free meals, education, medical treatment 
and pensions—to mention only a few of 
the “‘extras’”—are now a vital part of the 
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daily working scene in banks throughout 
the country. In fact, it is quite probable 
that banks offer more marginal benefits 
than anyother large class of employers. 

However, unless these are effectively 
brought to the attention of employees they 
are prone to compare only their base sal- 
aries with those paid in other lines of busi- 
ness, discounting or failing to take into 
account the fringe benefits that can easily 
account for 25 per cent of the entire salary 
item. 

To an increasing extent, therefore, banks 
are emphasizing the true value of special 
benefits, using such employee communica- 
tion methods as bulletin boards, public 
address systems, pay envelope inserts, 
employee handbooks, group meetings and 
the like. 





Annual statement. The Lincoln-Roch- 
ester Trust Company, for example, now 
delivers to each employee an attractive 
annual statement showing how much he 
has accumulated in their retirement plan. 
The Marine Trust Company of Buffalo, 
in a published article, itemized all the 
benefits of their group insurance program, 
including life insurance, disability benefits 
and a visiting nurse service. And the 
Central Hanover Bank and Trust Com- 
pany in New York devoted an entire issue 
of its employee publication to a review of 
its retirement and insurance plan, describ- 
ing the benefits in simple terms. 

Lunches, cafeterias and lounges are 
important fringe benefits. The Lincoln 
National Bank and Trust Company of 
Syracuse, in stressing the advantages of 








today’s 
lowest 
price 
long- 
lasting 
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its new lounge and lunchroom, published 
an article which included pictures of the 


new layout. Milk, coffee and tea are 
furnished free by the bank, and other food 
is served at cost. The Syracuse Trust 
Company has a similar plan, and likewise 
mentioned it in an article describing em- 
ployee advantages. 

The Northern Trust Company serves 
lunch to 1,100 employees daily, at a price 
patently below the market. Thirty-five 
cent meals are not at all unusual, and 
photography and figures explaining the 
advantages make sense to an employee 
who knows what it costs to provide for food 
at home. Many more banks serve meals 
either entirely free or at reduced costs, 
and by so doing they are adding unseen 
cash to the pay envelope their employees 
receive. 

Benefits summed up. In an effort to 
visualize these benefits in the aggregate for 
their employees, Chase National Bank of 
New York City and the Marine Trust 
Company of Buffalo showed total expenses 
as stacks of pennies, with a label for each 
pile. Central Hanover did the same thing 
with the printed word in an annual report 
to employees. The article listed salaries 
as a base figure, then added the value of 
many of the extra benefits that employees 
could or did receive. 

Insurance and retirement plans are 
probably the largest of the fringe benefits, 
but in some banks the list is very extensive. 
The Howard Savings Institution of New- 
ark, in a recent issue of its magazine, 
illustrated with cartoons 16 separate bene- 
fits—most of them tangible, measurable 
fringe benefits. Guaranty Trust Company 
and the Federal Reserve Bank in New 
York operate attractive and well-stocked 
stores where employees purchase goods 
considerably below prevailing market prices. 

All of these benefits are a matter of some 


Two interesting examples of current bank advertising, 
one giving public recognition to local enterprises and 
the other supplementing display copy very effectively 





expense to the bank, and of economy or 
other value to the employee. If the em- 
ployee is able to visualize the total, he is 
in a position to weigh more accurately 
what bank employment has to offer. 
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Column Plus Display 


Considerable added interest in its news- 
paper advertising has been obtained by 
Union Bank & Trust Co. of Los Angeles, 
through the device of running an informal 
neighborly column, “Small Change,” along- 
side its regular display ads. 

A really effective column of this kind 
calls for considerable writing aptitude, but 
this presents no problem for Union Bank 
since its advertising manager is Rod 
Maclean, well-known -contributor to na- 
tional magazines. His deft touches of 
humor make the feature highly readable, 
yet he manages to insert quite a bit of copy 
prompting use of the bank’s services. 


o ¢ 


100th Anniversary 


The oldest and largest mutual savings 
bank west of the Alleghenies, The Society 
For Savings, Cleveland, ray! celebrated 
its 100th anniversary on June 22, by declar- 
ing an extra dividend at the flat rate of 
one-quarter of 1 per cent on all balances 
from $1 upwards. 

It was the largest amount of money 
ever paid as an extra dividend by the 
Society For Savings. The 200th semi- 
annual dividend was also paid at the same 
time, according to the Society’s president, 
Mervin B. France. 

A formal open house reception was held 
in the enlarged and redecorated banking 
rooms on the evening of June 21, during 





A Cleveland landmark 


which the Society presented a new book, 
“The Western Reserve,” by Harlan Hat- 
cher. 

Bank modernization of the Society’s 
59-year-old building was accomplished 
without sacrificing the original architec- 
tural beauty. Modern facilities were 
adapted to the original styling, even to the 
eight television outlets set in locations 
where they can be utilized for special 
purposes. 
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Customer Tributes 


Through a series of newspaper advertise- 
ments Central Bank of Oakland, California, 
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concerns is the Clorox Chemical Co., manufacturers of Clorox, 
America’s favorite bleach and household disinfectant — the oris 
ginal aed pioneer product of its kind. 
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At hirst manufaccured and distributed only locally, Clorox 
today is sold throughout the entire United States and xs 
overseas possessions, and in numerous foreign territories. 
de agra stagranames begrone from sales to a few 
Nions of f 
ides, jennil ie ctende vodey 2 tie lesiler... the only nstion- 
ally-sold and oationally-advertised product in its field. 
Originally used largely as 2 bleach and stain remover in 
laundering, Clorox today is also extensively used as a dis- 
latartene for groster sonication in homes, hoapinals, food 
dairies, wineries, swimming 








are required. 

The umique sdvantages Clorox offers were developed 
through research at its Oakland headquarters, and the 
special formula by which Clorox 1s made 1s protected by 
U.S. parent and is used exclusively by Clorox. 

1a 1946 the Clorox Chemical Co. iatroduced Boon, liquid 
household cleaner for which national distribution was 
rapidly achieved. 


For 28 years, the Clorox Chemical Co. has 
used Central Bank for financial service ....in common with 
so many other leading East Bay business orgamuations. 





[ "small change 


You remember that old slogan of 
Macy's: {t's smart to be thrifty 
What with inflation and high 
prices we figure its smarter than 
ever to be thrifty. In fact, if youll 
permit us to crack a pun, we think 
that thrift has always been the sav- 
ing grace of our nation. If you 
agree with us, drop in and see “Pat 
Partetson, Phil Kuhn, Harry Kot 
tick, or any of the fellows in our 
New Accounts Department, open a 
savings account, and. start being 
smarter than ever. 
¢€e¢e¢e €&¢€ 

In one of our recent columns, you 
may remember a jingk: we wrot 
to tty and lure you into our beau 
tiful banking lobby ¢ we think it's 
the handsomest one in town) at 
Sth & Hill Sereets. Well, here's an 


Gals and gents 
Who save, make cents! 

Ee 
Your beneficrarics ( thacs Trust De 
parrmene talk gencrally meaning 
Joved ones ) will be bucky sf you 
happen po be a person with a ‘strong 
will. If not, maybe you d beuer sce 
your attorney and let him fix you 
up with a will, or, if you have one 
that hasan’: been reviewed recently, 
tet fim take a book at it. That change + 
in the tax laws last spring made 
substantial tax savings possible in 
many cases. You remember the okt i 
saymge: Where there's a will chere's 
ao way. We'd like wo add that where 
there's no will there's confusion, 
unnecessary expense dnd, often 
5 heartaches. Every adult should 
make a will and keep it up to date 

e¢e¢eéfe 
At this point we figure we should 
get in our “commercial”. When 
your attorney draws your will, have 
him name Union Bank & Trust 
Co. as executor and trustee. This 
will provide added protection for 
your estan and for those darlin 
‘bencficiaries’ of yours..".and it 
will also make Al Lathrop, Don 
Cameron. Fay Kerns, Lauren Con: 
ley and all the other folks ia our 
trust department very, very happy 

Pe ee oe 
tn he main part of this ad we men- 
tion auto loans for pcople who ar 
buying new cars. Harry Herzikoff, 
Fred Cash, and their associates in 
the auto loan department are hop- 
tng they cin ‘get you a loan. 





Saree if you're buying a new car, talk co Union 
Bank about your auto loan (at low bank rates) 
Place your car insurance with your own 
insurance broker. At Union Bank, you dea! 

im with “loan specialists”...anD you build 
your credit standing for future needs. You 
feceive prompt, personalized service at the 
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is paying tribute to some of the local enter- 
prises with which the bank. has financial 
relationships. 

“While Oakland and its environs have 
long been recognized as most favorable lo- 
cations for distributing or factory sites for 
branches of eastern companies, these ad- 
vertisements center attention on concerns 
headquartered locally and stress the com- 
mon interest between them and ‘Oakland’s 
Big HOME Bank’,” explains President 
Dunlap C. Clark. 

“In each case the companies themselves 
supply the copy, which is revised by the 
bank for uniform treatment,” Mr. Clark 
adds. ‘Sole emphasis is given to the cus- 
tomers and their activities, against a 
specially designed background which de- 
picts downtown Oakland, highlighting the 
dominant location of the bank building. 
The advertisements are of uniform size, 
five columns by nine inches. All costs of 
preparation and publication are met by the 
bank.” 

Example reproduced. An illustration 
shows the advertisement 
relating to the Clorox Chemical Company. 
In addition to other business enterprises, 
the series also honors St. Mary’s and Mills 
Colleges. 

“Expressions of appreciation by the or- 
ganizations have been most gratifying,” 
Mr. Clark states, ‘and their voluntary 
public recognition by the bank has further 
cemented established relationships.” 
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Service Recognition 


Today’s banks are extending more and 
more recognition to employees with long 
service records. Long concerned with the 
problem of turnover, bankers have come to 
place special valuation on the man or 
woman who stays with the organization 
for an extended period of time. Many 
methods are being utilized to give tangible 
evidence of this esteem. 

Usually, some anniversary date is 
chosen, and with most banks the 25-year 
mark is the one selected. In the case of 
banks which have merged, the employee is 
usually credited with 25 years of service if 
he has worked that long for the bank or 
any of its components. The result is that 
Quarter Century Clubs are now widespread. 
Some clubs elect officers and hold yearly 
dinner meetings to welcome new members. 

Guest of honor. Standard custom 
among banks today is to hold an informal 
party at the desk of the service veteran on 
his anniversary date. His desk is cleared 
and decorated prior ‘to his arrival, and a 
gift is displayed which is usually paid for 
by friendly contribution around the office. 
When the guest of honor arrives, a photo- 
graph is taken, and an official of the bank 
extends congratulations through a personal 
visit—accompanied by another gift from 
the management of the bank when that is 
the custom. 

The Marine Trust Company of Buffalo 


presents an engraved watch to each new. 


veteran of 25 years service. Central Han- 
over Bank and Trust Company sends 
down a cake baked in the commissary, and 
at the annual meeting of the Quarter 
Century Club the new member gets a pin 
and a U. S. Savings Bond. 

Names in print. Nearly all of the 
several hundred employees’ magazines 
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mention the 25-year men and women in 
their columns. Bankers Trust Company 
in New York prints a picture of the Quarter 
Century Club ceremonies, and then follows 
with a biography describing the banker’s 
career over 25 years. Emigrant Industrial 
Savings Bank, New York City, lists all 
anniversaries from 15 years and up, on an 
attractively decorated page. The Syracuse 
Trust Company recently pointed out that 
25 per cent of their employees have been 
with the company over 20 years, and that 
the service records of 60 employees totaled 
1,689 years. Girard Trust Company of 
Philadelphia lists all anniversaries of serv- 
ice in five-year intervals, starting with five 
years and working up to 45. 

The day off. A bank in Brooklyn which 
has not been in existence for 25 years pays 


its respects to each veteran with fen years 
of service, and does it in a novel way. The 
day before the anniversary the employee 
receives a personal note from the presi- 
dent, which says in effect: ‘Tomorrow is 
your anniversary, and we know you would 
like to celebrate it with your family. 
Please take the day off, and accept this 
20-dollar bill as your bank’s contribution 
towards the day’s outing.” 

Personnel men find only one hitch in 
the scheme for recognizing long service. 
Some times the ladies are reluctant to have 
their friends know how long they have 
been employed. In some instances they 
have refused to accept party, or gifts, or 
photograph, or any other recognition. But 
most of them take the view that long serv- 
ice is a badge of honor. 
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“That’s just what we need in this department” 


Our Transit Department doesn’t keep banking 
hours! It operates 24 hours a day, clearing transit 
items with speed that is a real benefit to our Cor- 
respondent Banks. 

Checks clear fast through The Pennsylvania 
Company too; we are one of the nation’s heaviest 
users of Air Mail for this purpose. 

But they are only two of the advantages that 
come from being a member of our Correspondent 
Bank “family.” We offer you special, swift serv- 
ices in securities transactions. And our 19 offices 


19 OFFICES 


PHILADELPHIA 


MEMBER FEDERAL RESERVE SYSTEM e 





in Philadelphia mean that you also have 19 offices 
here when you deal with us. 


Drop us a line and we'll tell you more about 
the ways we can help you. Better still, drop in 
when you’re in town. We prize the warm, friendly 
relationship that exists in our Correspondent 
“family,” and we’re sure you'll sense this cordial- 
ity the moment you sit down for a chat. After- 
ward, like all our Correspondents, you’ll use our 


offices as if they were your own when you're 
in Philadelphia. 


PENNSYLVANIA 
COMPANY 


for Banking and Trusts 
FOUNDED 1812 


FEDERAL CEPOSIT INSURANCE CORPORATION 
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BURROUGHS CLEARING HOUSE, sexx. 1929 
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... An Inside View of 
Your Bank and How 
it Functions in the 
Daily Life of America 
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Teller’s operation demonstrated at The Union Bank, Erie 


OPEN HOUSE IN PENNSYLVANIA 





KNOW YOUR BANK WEEK 


On a state-wide basis the public was invited 
‘behind the scenes.°’ with gratifying results 


HE banks of Pennsylvania have 

just witnessed a most impressive 

demonstration of the fact that a 
sound public relations idea, applied 
with due regard for local conditions, 
can be promoted over a wide area and 
deliver gratifying results simultane- 
ously in big city banks and small town 
institutions. The week-long, state- 
wide good will building campaign 
sponsored by the Pennsylvania Bank- 
ers Association in June was based on 
such an idea and proved to be the 
most successful effort of its kind that 





SEE COVER... Open house at 
Land Title Bank & Trust Com- 
pany, Philadelphia. 


July, 1949 


By 
WILFRED W. DELAMATER 


Co - chairman, Publicity Committee, 
Pennsylvania Bankers Association, 
and Assistant Vice-president, 
Land Title Bank and Trust 
Company, Philadelphia 


the banks have ever undertaken. 

This particular idea was fathered by 
a small town banker, John D. Bainer, 
president of Merchants National Bank 
& Trust Company, Meadville, Penn- 
sylvania. Long a keen student of pub- 
lic relations, Mr. Bainer became con- 
vinced that a better understanding of 
the bank and its functions on the part 
of customers. and the public generally 
would inevitably lead to increased 


good will. Acting on that premise, he 
formulated a program which at the 
time seemed almost revolutionary. 

Through advertising he announced 
that on certain days his bank would 
hold ‘‘open house”? and invited cus- 
tomers and townspeople to visit “be- 
hind the scenes.” Plans were made 
to conduct the visitors through every 
department. 

For a town the size of Meadville, 
with a population of 20,000, the re- 
sponse was truly astounding. On the 
“open house” days people stood in 
line to enter the bank. After all of 
them had completed the planned 
“‘behind-the-scenes” tour, they went 
back to their homes and businesses 
with an adequate understanding of the 
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NORMAN T. HAYES, president, Penn- 
sylvania Bankers Association 





D. EMMERT BRUMBAUGH, secre- 
tary of Banking of Pennsylvania 


They publicized Know Your Bank Week in radio broadcast 


bank’s painstaking, constructive serv- 
ice and a deepened appreciation of the 
job the bank was doing for the com- 
munity. As a public relations project, 
Mr. Bainer’s idea was a tremendous 
success. Compared with other forms 
of campaign, the cost was surprisingly 
low. 

Through association meetings and 
other channels the “Meadville experi- 
ment” became hot news in banking 
circles all over the country. Inquiries 
from banks in distant states began to 
flow in to Meadville. Pennsylvania 
banks got similar letters from out-of- 
state correspondents. 

The Pennsylvania Bankers Associ- 
ation had the advantage of being able 
to study the phenomenon on its home 


Among the many thousands who trooped through lobbies, vaults and operating de- 


June 6, 


grounds. Every bank in the state, it 
was felt, should have the benefit of this 
public relations technique, and the 
association undertook the job of bring- 
ing that about. A committee was 
appointed for the purpose, and Mr. 
Bainer consented to serve as chairman. 


T was decided that a week be set 

aside for whatever program might be 
adopted. Since the basic idea was to 
encourage depositors and others to 
gain a better knowledge of the bank, 
the designation “Know Your Bank 
Week” was a natural. The week of 
1949, was selected for the 
campaign. 

The development of a plan that 
would be suitable for any one or all the 


WILLIAM A, SULLIVAN, vice-president, The National Bank of Lansdowne, 
distributes explanatory booklets to visitors 
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993 banking units in the state was no 


easy task. It had to be inexpensive 
so as not to be beyond the reach of the 
small bank. It should also be ade- 
quate for big city banks. Moreover, 
there must be leeway for individual 
banks to supplement the plan by what- 
ever innovations and additions their 
internal and local conditions might 
suggest. 

A so-called “package campaign” was 
worked out. This included a poster 
for the bank’s lobby and the windows 
of local merchants, a booklet briefly 
explaining the bank’s services and 
functions and a newspaper advertise- 
ment inviting readers to the bank’s 
“open house.”” The booklet and poster 
were made available at nominal cost 
in whatever quantities the individual 
bank might require. Mats of the 
advertisement with space for the 
bank’s name were supplied for use in 
local newspapers. The bank could 
individualize the booklets, if desired, 
by having its name imprinted on 
them. Incidentally, nearly three-quar- 
ters of a million of these booklets were 
distributed throughout the state. 

The Know Your Bank Week com- 
mittee wrote to every member bank 
offering a number of suggestions for the 
use of the publicity material and get- 
ting the most out of “Know Your 
Bank Week.” One suggestion fol- 
lowed by many banks was to mail 
copies of the booklet, which was en- 
tilted ““Know Your Bank Better,” with 
statements going out at the end of 
May. The committee sounded the 
keynote of Know Your Bank Week in 
these words: 

“The object of having a week 
designated is to give the banker an 
opportunity to get the story of banking 
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KE A LOOK 
SCENES IN TEN 
OF GH’S LEADING BANKS 


see behind the scenes in your bank— 








4,607 people work for these 
@n Pittsburgh banks. Each 
day these banks handle 
over 30 tons of coins and 
process over three-quarters 
of a million checks. About 
half these checks are collec 
tions or payments of funds 
<4 outside the city. Imagine 
the confusion if alt of these 
were handled in cash! 









COLONIAL TRUST COMPANY OF PITTSBURGH 
COMMONWEALTH TRUST COMPANY OF PITTSBURGH 
DOLLAR SAVINGS BANK 

FARMERS DEPOSIT NATIONAL BANK OF PITTSBURGH 
FIDELITY TRUST COMPANY 

KEYSTONE NATIONAL BANK IN PITTSBURGH 
MELLON NATIONAL BANK AND TRUST COMPANY 
~”" PEOPLES FIRST NATIONAL BANK & TRUST COMPANY 
POTTER TITLE & TRUST COMPANY 

UNION NATIONAL BANK OF PITTSBURGH 


Each of the above banks is @ member of the 
Federal Deposit Insurance Corporation 



































where 80% of banking personnel work. You seldom 
use more than a few banking services—but many 
others are available whenever you need or want them. 
Your bank will always welcome your visit—and es- 
pecially so this week—so that you may become better : 
acquainted with the manner in which it performs its 
vital services. 


The processing of checks is a modern miracle 
of efficiency. Each check deposited in one 
bank and payable in another must be hendled 
at least four times and carefully recorded, 
Modern equipment is a big help . checks 
are photographed on microfilm, for example, 
for permanent protective records. 


The basic function of a bank is service. Your 
¥% bank protects your savings, pays your bills 
upon your order; has funds available for you 
to borrow. These and many other services 
* actively help to facilitate all sorts of new com 
: psa munity enterprises which make our city a 

aati. ERS better place in which to live. And, along with 
those of some 15,000 other benks throughout the 
nation, provide an integrated service which is an 
important factor of our business and economic system. 
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and bank services across to the public. 
Another important reason is to show 
to the public that their bank is a 
friendly place to visit. Certain na- 
tional trends make it imperative that 
the bankers do something to combat 


the apparent dangers of the nationali- 
zation of banks.” 

But the publicity efforts of the 
banks themselves were not enough to 
raise Know Your Bank Week to the 
stature of a public event. Prestige and 


ng de- partments, learning to know their lacal banks and bankers better 
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Other promotions included a complete ‘‘package campaign”? developed by the state association 


general publicity were needed, and the 
Pennsylvania Bankers Association set 
about getting them. The publicity 
committee prepared a news release 
and this was made available to local 
See KNOW YOUR BANK WEEK—Page 59 


Getting better posted on the bookkeeping routine involved in handling 
checking accounts, at Security-Peoples Trust Co., Erie 














A revamped, co-ordinated system makes for 
improved salary administration, more 
equitable promotions and transfers 


RECORDS fo Build 
BETTER STARE RELATIONS 


HE big boss doesn’t really know 

what I’m worth to the bank,” 

Sally said in the old days when 
she got a raise. And, she often 
added in a grieved tone, “He isn’t in 
my branch, he never sees me. If he 
knew my record, I’ll bet I’d have a 
promotion, plus a better raise.” 

And Sally was partly right. Final 
approvals on all salary adjustments 
and all promotions are given at the 
main office of the East River Savings 
Bank, New York City. She was wrong 
when she said the big boss didn’t know 
her record. She didn’t know the time 
and effort actually given by supervi- 
sory officials to study individual cases 


By 
DORCAS CAMPBELL 


Assistant Vice-president, East River 
Savings Bank, New York 7, 
New York , 


in order to be well informed as to 
talents, work performance and potenti- 
alities. She didn’t know how many 
separate and detailed records they 
consulted to give her case a fair review. 

Recently the whole system of per- 
sonnel record keeping has been revised 
to provide more complete information, 
and to assure supervisors and officials 
a more speedy and a more equitable 


analysis of staff members’ backgrounds. 


and performance records. Top officials 
of necessity make many decisions by 
indirect methods, and junior execu- 
tives often find it imperative to con- 
sult a detailed history of an individual 
in order to make recommendations for 
use in salary administration, promo- 
tions or transfers. The new set-up in 
personnel records assures the new and 
old staff members, individually and 
collectively, that management will 
have suitable data on which to base 
decisions. 

Wartime employment upheavals, in- 
novations imposed by wage and hour 
regulations, revisions undertaken to 


Previously, the staff records lacked uniformity in size, shape, and method of filing 


This new form was reduced in size but more questions were added, many answerable by check marks 
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The bank’s new set of personnel records, displayed at American Management Association Conference 


meet fair employment practice legisla- 
tion have in the last decade brought a 
new focus on records of personnel 
departments. Some departments just 
mushroomed from nothing, others 
doubled in size. Scant time was 
allowed for a proper analysis and design 
of records which would be compact 


and adequate. 


The effectiveness of 
personnel records was questioned even 
by many staff members, and personnel 
men in general were waiting for some 
one to lead in the right direction. 

At the East River Savings Bank 
there were records —in fact a record of 
every description and each, seemingly, 


had sprouted as needed. They lacked 
uniformity in size, shape and method 
of filing. Here a record duplicated 
data on other forms; there a record 
failed to provide pertinent data. Like 
Topsy, the records had “‘just growed.” 

Back from a ripe experience in simi- 
lar work in the Navy Department, 


Now a complete ‘‘package’’ of co-ordinated forms is filed in one convenient jacket 


The interviewer must substantiate his impressions 


Helps to avoid omissions in personnel routine 





EAST RIVER SAVINGS BANK 
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VATIONS IN THE SPACE PROVIDED UNDER SUMMARY OF INTERVIEW, 
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Performance report prepared by supervisor and reviewed by department head, as part of program to assure 


William L. Barton, executive assistant 
to George O. Nodyne, vice-president in 
charge of personnel, decided something 
more shipshape could be achieved. 
He argued that not only could a good 
system improve the efficiency of the 
staff and save officers’ time but, even 
more important, promise a contented 
staff, reduce turnover, augment train- 
ing programs, insure more logical pro- 
motions and, he hoped, add to the 
stability of the entire personnel pro- 
gram. The improved morale of the 
staff would, in turn, create a better 
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relationship with the public. With the 
blessing of Mr. Nodyne he set to. 
First, Mr. Barton determined to 
study all the forms in use. He assem- 
bled the samples and found some 
wanting. He consulted other banks 
and found they too suffered from a 
similar accidental or haphazard growth. 
At the same time it was found that a 
large record supply manufacturing firm 
had long known that a co-ordinated 
set of records was in demand. No 
one, they reported, had ever mapped 
out a set which could be offered to all 
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types of banks. 

The first personnel record of our 
bank, as in most banks, was but a 
simple list kept as a payroll record. 
Then came a brief application blank, 
usually covered with penciled and 
fading notations; to it were often 
attached the replies obtained from 
references, more as a matter of courtesy 
than proof of anything. 

In a separate file were the investiga- 
tion forms of bonding companies and 
others. Eventually with the inaugura- 
tion of health examinations, group life 


Set of condensed visible records summarizes employee relationships for management 
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equitable analysis of employee progress 


insurance, hospitalization and our own 
welfare and benefit plans, the conglom- 
eration of records was admittedly 
cumbersome. They were usually filed 
separately and were inconvenient to 
consult. 


OLLOWING a careful analysis of all 
our records, it was agreed that some 
were needed and could be revised, 
others should be expanded and a few 
might be eliminated in a co-ordinated 
system. When this was done we 


developed a set of visible records show- 
ing a step-by-step story of our rela- 
tionship with each employee. The 
visible records make it possible for the 
first time to, interpret the staff to 
management in a quick and compre- 
hensive manner and to help manage- 
ment in the control of operating costs 
as they affect the staff. The latter is a 
considerable factor. 

Next, a set of tentative forms was 
drawn up and studied. Finally multi- 
lithed, the forms were tested, a few 
changes made and we were ready at last 
to announce a packaged unit for our 
use. The unit is compact, an important 
item in office space and files. All data 
is readily accessible, an equally impor- 
tant point in the preparation of annual 
reviews, in making replies to queries 
constantly received from one source or 
another, or in conferring with a staff 
member. The individual’s folder can 
be studied as a whole, or scanned for 
one item. It can be filed, when the 
employee-employer relationship termi- 
nates, as a comprehensive record of 
his, and our, experience. 

Reduced to a minimum the packaged 
personnel unit includes: 

A Check List for processing all per- 
sonnel transactions, thus eliminating 
any omissions and ensuring attention 
to established routines. There was a 
time when an application and a 
resignation were the principal records; 
now there may be as many as 27 items 
to consider for employment and 25 
items connected with a termination of 
service. This device protects the 
bank against losses through failure to 
cancel signatures at depositories, or to 
receive keys or vault combinations 
when an individual leaves the bank. 


There are also legal and operating 
requirements which cannot be ignored;. 
for example, a New York State bank 
can be held liable if a non-resident who 
terminates his employment has failed 
to pay current or prior state taxes 
before leaving New York State. For 
this reason a tax withholding system 
was inaugurated in January, 1949. 
The check list, among other items, 
makes certain that tax withholding 
authorizations are signed by prospec- 
tive employees. 

A copy of the letter of application, 
and a copy of our letter of reply. (If 
applicant wrote to apply for work.) 

The Application Form, and the let- 
ters of recommendation. The applica- 
tion form has the following features: 

(a) The size of application form was 
reduced but more questions were 
added. The answers to most of the 
questions can now be answered by 
simple check marks. 

(b) Questions (especially in Educa- 
tional Section) were made to conform 
to New York State Fair Employment 
Practices requirements. 

(c) Form provides space for “special 
qualifications” above and beyond skills 
required in the position to be filled. 

(d) Instead of a variety of papers to 
be signed by applicant, the application 
form is the one and only paper he 
must sign for essential agreements, or 
to authorize payroll deductions for 
mandatory group life insurance; agree- 
ment to take a physical examination; 
and legal release to bank should medi- 
cal treatment be necessary as a result 
of physical examination. 

An Interviewer’s Review Sheet, with 
provision for checking gradations in 

See PERSONNEL RECORDS—Page 60 


The personnel department finds that good records save time, aid staff morale, stimulate efficiency 


GEORGE O. NODYNE, vice-presi- 
dent in charge of personnel, 
supported program 


WILLIAM L. BARTON, executive assistant to Mr. Nodyne and developer 
of the new forms, discussing evaluation report with em- 
Apparently it’s good news 


ployee. 











July, 1949 




















A simple, inexpensive central file plan 
set up by a group of country — 
and finance companies 


Guarding Against 
DUPLICATE BORROWIN 


N the spring of 1948, as it became 

increasingly apparent that many 

individuals were overextending 
themselves credit-wise, there was a 
growing concern on the part of lending 
institutions in Western Crawford 
County over duplicate borrowings. 

It was recognized that many people 
had been forced to purchase homes in 
order to find adequate living quarters, 
and that in many instances these same 
people were buying consumer articles 
which had not been available during 
the war years. The tendency was to 
be quite optimistic about employment, 
wages, and other related factors with- 
out proper regard to the almost daily 
increase in the cost of living. In many 
cases, the individual borrower had 
committed himself to make payments 
that were completely out of line with 
his income. 

By the same token, many granters 
of credit had lost a certain degree of 
caution because of the general pros- 
perity which enabled most borrowers 
to make payments without difficulty. 

It was felt that if employment 
should be curtajled and working hours 
shortened, there would definitely be 
the possibility that many individuals 
would endeavor to bolster their dimin- 
ishing income by negotiating cash loans 
to make payments on existing obliga- 
tions. Subsequent events have borne 
out the prophetic nature of these fore- 
bodings. 

In order to provide the various lend- 
ing agencies in our immediate vicinity 
with information concerning duplicate 
borrowings, it was necessary to devise 
some plan whereby this data would be 
readily available to the participating 
institutions. A meeting of representa- 
tives from six banks and two finance 
companies in the territory was held 
and the Crawford County Lenders 
Exchange was organized for this pur- 
pose. One of the first meetings was 
devoted to the development of a plan 
which would permit information on 


By 
W. BRUCE FYE 


Cashier, First National Bank of Mead- 
ville, Meadville, Pennsylvania 


borrowings to be compiled without dis- 
closing any customer lists. Upon being 
assured that there would be no possi- 
bility of any customer “raiding,” the 
finance companies were most co-oper- 
ative. 





*Standing, left to right: Richard Harvey, assistant 
cashier, Merchants National Bank & Trust Co., 
Meadville; Harold Johnston, manager, Thrift Cor- 
poration, ‘Meadville; L. O. Hotchkiss, executive 
vice-president, First National Bank of Cochranton; 
Winston J. Beglin, Jr., assistant cashier, First Na- 
tional Bank of Conneaut Lake. Seated, left to 
right: W. Bruce Fye, cashier, First National Bank 
of Meadville, and secretary-treasurer of the Craw- 
ford County Lenders Exchange; Kenneth Holder, 
manager, Personal Finance Company, Meadville, 
and president of the Exchange; R. L. Beck, assist- 
ant cashier, Merchants National Bank & Trust 
Co., Meadville. Not present: C. L. DeRemer, 
vice-president, Crawford County Trust Company, 
Me adville: G G. E. Sundean, cashier, Springs First 
National Bank, Cambridge Springs. 


A central office was set up in June, 
1948, and to it each participating lend- 
ing institution submitted a complete 
list of borrowers. In no case was any 
information given to the central office 
except the borrower’s name, address, 
occupation, and wife’s name. This 
meant that the privacy of the indi- 
vidual was in no way invaded and 
that no employee of the central office 
had any knowledge whatsoever of the 
type of transaction. 

A master list was then prepared 
which indicated opposite each bor- 
rower’s name the code numbers of the 
various lending institutions where he 
had loans. This master list was com- 
piled by the personnel of the central 
office and was not available to any 
staff members of the banks or finance 
companies. Each institution received 
a list consisting only of the names of 
their customers who were indebted 
elsewhere. Out of approximately 8,000 


Members of the Crawford County Lenders Exchange*, formed last 
year as duplicate borrowing again loomed as a problem 
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Daily Duplicate Borrowing Sheet 


Date April 12, 19k9 
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Central office records duplicate borrowings, 


Central file record (smaller card) shows duplicate loan, and this is also noted in 
returns report to lending institution 


**Remarks”’ column of bank’s own credit record 


When the master list of borrowers was set up, out of 8,000 loans there were 1,434 duplications 


cards, there were 1,434 duplications. 


listing new loans and loans paid. 
An accompanying illustration shows 


institutions, just as Daniel Thomas 


the type of record card maintained on 
file at the central office for each bor- 
rower. In the column rulings on the 
form, borrowings are indicated by date 
stamps, and heading the columns are 
the code numbers of the lending 
institutions. To keep the cards up-to- 
date, a duplicate borrower sheet is 
received daily by the central office 
from each bank and finance company, 


Central office clerk handles in- 





quiries, record keeping 
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Actually, all loans are not reported. 
Since mortgages as well as all other 
types of loans are included, it is en- 
tirely possible that a borrower might 
have any number of loans granted and 
liquidated during the lifetime of a 
mortgage with no activity being re- 
ported to the central office, inasmuch 
as the individual has never been com- 
pletely out of debt. 

The report sheet prepared daily by 
each participating institution is also 
illustrated above. After the informa- 
tion from this sheet has been posted to 
the appropriate record cards at the 
central office, the clerk+indicates on 
the sheet which of the borrowers on 
the typewritten list already have 
loans elsewhere. She also writes in 
the names of individuals whom the 
central file record cards show are on 
the loan books of the institution, and 
who have just borrowed again as dis- 
closed from the day’s report sheets of 
the other Exchange members. After 
the central office has recorded the 
necessary information the sheet is then 
returned to the originating institution. 

In the specimen daily duplicate bor- 
rower sheet for the First National 
Bank of Meadville dated April 11, 
1949, and reproduced above, it can 
be seen that William Johns and Arthur 
Deeds were already indebted to Lender 
Number 10 and Mrs. Sara Deeds was 
already a borrower at Lender Num- 
ber 3. Their names would be written 
in on the sheets returned to these two 


and John McClimans are listed on the 
First National’s report. This makes 
it possible for each member of the 
Exchange to maintain a correct and 
up-to-date list of the borrowers who 
are indebted elsewhere. 

When an obligation is reported to 
the central office as having been paid, 
a pencil line is merely drawn through 
the date stamp and the card is returned 
to the file. 

In addition to the records of current 
loans, each participating lending insti- 
tution submits daily charge-offs that 
they may have had, and this informa- 
tion is reported back on the daily 
duplicate borrower sheet as indicated 
by the notation on Frank E. Burrows 
on the specimen daily sheet for April 
11. The date stamp on the central 
office card is circled with a red crayon, 
so that this is immediately drawn to 
the clerk’s attention when any inquiry 
is made relative to the borrower. 

To insure prompt service on inquiries 
a private wire has been installed at 
the central office, which means that 
there is practically no waiting time 
involved. Also since the only infor- 
mation given is the various code num- 
bers, the time spent per call is ex- 
tremely short. Upon receiving the 
information as to the various lending 
institutions involved with any one 
borrower, telephone calls are then 
made to the loan agencies concerned 
and more data is obtained. In the 

See DUPLICATE BORROWING—Page 62 
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What a financial institution can do in 
eultivating a better understanding of 
the individual enterprise system 





SPREADING THE BACKS 
About SUSINESS 


OR the past three years we have 

been engaged in a carefully devel- 

oped program designed to spread 
a better understanding and appreci- 
ation of our individual enterprise sys- 
tem. The most important part of this 
program has been an annual award 
contest for corporation reports. 

As this is written, we are in the 
midst of our third such contest, our 
Third Annual Corporation Report 
Competition. This will come to a 
climax September 13 with a banquet 
that will be attended by from 500 to 
600 Detroit and Michigan industrial 
leaders. This year is showing no excep- 


By 
SELDEN B. DAUME 


President, Detroit Trust Company, 
Detroit 31, Michigan 


tion to the expanding interest in our 
program. It had already reached the 
point, some months ago, of bringing 
the inauguration of a special series of 
meetings for women. 

When we look back we feel that 
what we have done was a natural 
enough development for our trust 
company, though the results have been 


Excellent speakers have been obtained for the meetings 
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Effective Role of Corporations 
- In Our Free Enterprise System 
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An address delivered by 
Dr. Millard C. Faught 
At a luncheon given by The Detroit Trust Company at the 
Detroit Athletic Club, on May 10, 1949, for Detroit Club Women 
Individual freedom is everybody's responsibility. 
There may be something highly significant about the fact that this audience 
of ladies, most of whoa are chiefly preoccupied with being wives and mothers, should 
have been invited here to the Detroit Athletic Club, which is primarily a club for 

nen with a comon interest in industrial affairs; moreover’ that your host_is The 


Detroit Trust Company and that you have. come, in part, to hear a businessman talk 


actually, there is nothing really strange about such heterogeneous circus- 
stances because freedom, and especially the extr 


Freedom which we have in America, is equally precious to every sort of individual and 
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considerably beyond our expectations. 
It was our way of -doing something 
about our belief that human rights and 
property rights go hand in hand. We 
were, and are, convinced that people 
who know the facts about American 
business and who appreciate the sys- 
tem under which we operate will 
strongly oppose the adoption of alien 
doctrines. 

In its annual reports, we reasoned, 
a corporation has one of its finest 
opportunities to give the facts and 
figures about its operations and to 
emphasize that profits are indispensa- 
ble in an individual enterprise system. 
This seems extremely important in 
times like these when the right to 
make a profit is questioned in many 
quarters. 

Today, when excessive taxation and 
the threat of government regulation 


Basic tenet: Detroit Trust Company real 





The annual award banquets have beenj“"© 
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are tending to reduce the flow of risk 
capital, annual reports can do much to 
counteract malicious propaganda and 
at the same time stimulate the invest- 
ments necessary for plant expansion 
and improvements. Putting accurate 
information into the hands of voters, 
workers and investors would be one of 
the best ways, we thought, to improve 
the laymen’s understanding of the 
financial aspects of business. 


carefully planned, with gratifying results 
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Our acute awareness of the problems 
of business undoubtedly springs from 
the fact of our location in Detroit and 
the further fact that our services have, 
of necessity, followed the needs of a 
highly industrialized community. 

Since its organization in 1900, the 
Detroit Trust Company has been 
closely allied with industry. It has 
probably financed more steamship 
bottoms on the Great Lakes than any 


Forward-looking President 
Daume awarding plaque for 
outstanding corporate annual 
report, At his right is Vice- 
president Noble D. Travis, in 
direct charge of the program 


other financial institution. It has 
financed the lumber industry. It 
handled the historic Dodge Brothers’ 
sale. It has provided capital invest- 
ment for various companies making up 
Detroit’s great automotive industry. 
It has provided capital for pharma- 
ceuticals, business machines, and chain 
stores. It has administered trusts 
containing large stock holdings in the 
companies in these industries. 

Ours is probably the largest trust 
company devoted exclusively to trust 
business in the country. We do not 
enter into the field of'banking, nor the 
securities or investment banking fields. 

Thus, our program has given us an 
opportunity to be a friend not only to 
those we serve but a friend to the sys- 
tem that makes that service possible. 

The competition, each year, has 
been open to all Michigan firms. Two 
classes of reports may be entered: 

1. Annual reports to stockholders. 

2. Annual reports to employees. 
To encourage reports from small as 
well as large corporations, entrants 
this year will be divided into seven 
divisions, that is, companies having 
from 100 to 500 employees, 500 to 
1,000, 1,000 to 2,000, 2,000 to 3,000, 
3,000 to 5,000, 5,000 to 10,000, and 
10,000 and over. 

First and second place awards are 
provided for each of the two classes of 


jrealizes that only through continuation of the present economic system can business survive 


A new phase : Working with women’s groups on economic enlightenment 











An even bigger event is planned for this fall, with a record number of report entries 


reports in each of the seven divisions. 
Then, there is a grand award for the 
best report designed to go to both 
stockholders and employees. Bronze 
plaques and merit certificates are 
presented to the official representatives 
of the winning firms. The plaques are 
engraved with the year, the company’s 
name and the winning classification. 

Winners are selected by an independ- 
ent and impartial committee of judges. 
The judges this year, for example, 
include three financial editors, pro- 
fessors from the schools of business 
administration at Wayne University 
and the University of Michigan, offi- 
cers of the Detroit Stock Exchange 
and The Adcraft Club, and the presi- 
dent of the Michigan Bankers Associ- 
ation. 

Each year we plan very carefully 
the banquets at which the awards are 
announced and the plaques distributed. 
We want them to be interesting meet- 
ings, of course, but we also want to be 
certain that we carry out the underly- 
ing purpose of the program. Our own 
officers review the progress of the 
annual competition, announce the 
awards and present the plaques to 
the winners. 

Then, we always invite a business 
speaker who can be depended upon to 
make a definite contribution to the 
program. Last year, for example, our 
speaker was James E. McCarthy, 
Dean of the School of Commerce, 
Notre Dame University. 
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The truth about industrial affairs is 
desperately needed, Dean McCarthy 
told the business leaders at the ban- 
quet. The puzzled citizen is being 
tugged first this way and then that 
way by the mass-pressure campaigns 
of the enemies of free enterprise and 
the ponderosities of management, he 
said. The job of the business leader is 
to re-establish public confidence in the 
integrity, capacity and ability of 
American private enterprise. He must 
repel the political attacks which, 
rightly or wrongly, have been aimed 
at him. 


AS for the American people, he said 

they must learn that corporations 
are only trustees for the owners of the 
tools of production. They must be 
taught that the owners of the tools of 
production are men and women who 
pooled their savings to buy land, 
buildings, tools and raw materials. 
They must be taught that whenever 
the savings-investor in a corporation 
fails to receive an adequate return or 
wage for the tools, he is being cheated, 
just as surely as though he failed to 
receive rent for use and occupancy of a 
house he might own and rent to an- 
other. 

By the conclusion of the second 
competition, at which Dean McCarthy 
spoke, it was already apparent that 
our program was meeting with sub- 
stantial success. This could be seen 
in many ways. It could be seen in the 


increasing number of reports that were 
being entered. Where something over 
100 firms had entered in 1947, the 
figure for 1948 was 250. This will be 
larger again for 1949 when between 
300 and 400 entries are expected. This 
year’s banquet will be larger also and 
will probably be attended by some 
600 guests. 

The success of the program can 
also be seen in the increasing use that 
is being made of the library of annual 
reports that we have established. 
There is considerable study of these 
reports today in the Detroit area as 
searchers look for award-winning ideas. 

Perhaps another measure of the 
success of the program are the scores 
of letters that we have received. A 
few examples will indicate the interest 
that has been aroused. 

“You are doing a fine work in pro- 
moting better understanding between 
not only management and stockholders 
but also between management and 
employees,” wrote an automotive sup- 
ply corporation president. 

“If business can do a good enough 
job of reporting to employees and if 
individual concerns can shoulder the 
responsibilities themselves, we will 
get a lot farther than through the 
meritorious efforts of our various 
associations through publicity and 
advertising,” stated the president of 
a large baby food company. 

“The program will do a great deal 

See SPREADING THE FACTS—Page 61 
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Some new tricks in the art 
of business development 





MR. CLUTCHBILLS 


Deposit Brive. 


” ENTLEMEN,” announced 
President Perkins, “we’ve got 
to prepare for possible with- 

drawals. Our deposits must be boosted 

at once —a big boost.” 

The directors of the Ferndale Na- 
tional Bank raised their eyebrows and 
examined Mr. Perkins’ bald head. 

“It’s been the talk that all of us 
banks are loaded with money,” uttered 
Mr. Spearhawk out of a thin, wrinkled 
face. “How much have we got to 
have?” 

“Fifty thousand, at once!” snapped 
President Perkins grimly. “And I 
shan’t borrow .. . it smells.” 

“Fifty thousand more in deposits 
out of this town? It'll take two 
years,” squawked Mr. Spearhawk. 

“We've got to have it at once,” 
insisted Mr. Perkins. “From. all 
sources come warnings of withdrawals. 
And we are over-loaned.” 

“It would wreck the town,”’ squalled 
Mr. Spearhawk with heat. 

“Oh, I don’t know,” put in the 
bank’s oldest director, Mr. Clutchbill. 
*‘There’s strange birds in the air. I 
might pull in $50,000 in a few days.” 

“In one wad?” Mr. Spearhawk 
leaned over the directors’ table with 
his mouth open in wonder. 

“Em-m, yes, with your expert 
assistance, Mr. Spearhawk,” nodded 
Mr. Clutchbill mysteriously. 

Mr. Spearhawk fluttered his upper 
lip nervously. “I knew this thing was 
going to run into trouble.” 

“Keep your seat, Mr. Spearhawk,” 
warned Director McTavish threaten- 
ingly, ““Clutchbill may have an idea 
for us.” 

“I was thinking of Honkless Mc- 
Gee,”’ mused Mr. Clutchbill thought- 
fully. “I believe I will call him up 
while we sit here. As you know, he 
has bought the whole of Mink Valley 


“Fifty thousand more in de- 
posits? It'll take two years,” 
squawked Mr. Spearhawk 
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for a winter sport ski project. He’s 
expecting to sell out for $75,000.” 

“Fiddlesticks! You know that is a 
complete flop,” sniffed Mr. Spear- 
hawk. ‘“He’s had a dozen city inter- 
ests look over his layout, and they 
turn up their nose. All of those dead- 
ripe farm cottages up the-.valley are 
propped up in the rear. He can’t fool 
folks just because he’s painted the 


- front of them black and red, red and 


white, and white with orange shutters. 
And that old bucket railway up to 
the abandoned talc mine . . . huh, he 
calls it a ski chair-lift. You’d get 
killed if you rode in it.” 

“I’d as leave ride in it, and I’m 
going to,” retorted Mr. Clutchbill, 
“and maybe you will. Honkless Mc- 
Gee has got the wrong approach. This 
bank is going to put in a ski school 
department. We've got to have 
$50,000, Mr. Spearhawk. Hand me 


















that phone, Mr. Perkins, and crank 
the handle.” 

The old director clapped the re- 
ceiver firmly to one ear and glared 
with a calculating eye at Mr. Spear- 
hawk, as though sizing him up for a 
ski meister. 

“Hello,” he shouted after putting 
in a call for Honkless McGee. “This 
is Clutchbill at the bank. TFhat you, 
Honkless?”’ 

“Mm-m, yes, I guess so,” came 
tamely over the wire. 

“You sold that ski project yet?” 

“Eh, no, I guess: that is a pot of 
luck that ain’t going to dump.” 

“‘What’s the matter?” 

“The buyers go away, Mr. Clutch- 
bill. They’re skittish . . . you know 
we didn’t have any snow last winter.” 

“My secretary, Mr. Spearhawk, 
and I can fix that. Is that old talc 
mine cable railway working?” 

““Mm-m, yes, in a way.” 

“‘Now, look a’here, Honkless, we’re 
going to sell that outfit for you, if you 
leave the profit in the bank. Put the 
price down to $50,000. You’d make 
$40,000 then, wouldn’t you?” 

“‘Mm-m, yes, I guess so.” 

““You got any buyers on the string?” 

“Well, there’s one coming from the 
city Wednesday, but I ain’t got any 
hope.” 

“You have him parked right there 
at one o’clock beside the old tool 
house at the bottom of the bucket 
railway. Spearhawk and I will be 
there. Don’t show any surprise if you 
see something strange.” 

“Well-l-l, all right. Eh, em-m, I 
now call the tool house the ‘warming 
chalet’.”’ 

Director Clutchbill put down the 
phone and turned an eye on Mr. 
Spearhawk. “Mr. Spearhawk,” he 
announced, “your name has changed. 

See MR. CLUTCHBILL—Page 63 


Reeser... 





ee or 




















FIELD 
WAREHOUSING 


Warehouse Receipt Loans 
Against Inventory 


Hundreds of banks in thousands. of cases use our 
Field Warehouse Service to secure millions of 
dollars in Warehouse Receipt Loans against in- 
ventory stored right on their customers’ own 
premises. It enables them to extend maximum 
credit with minimum risk. 


* 


OPERATING OFFICES 


128 Jackson St., Albany 1, Ga. « Healey Bidg., Atlanta 3, Ga. « 60 State St., Boston 9, 
Mass. « 14 Lafayette Square, Buffalo 3, N.Y. « Liberty Life Bidg., Charlotte 2, N. C. 
173 West Madison St., Chicago 2, Ill. « Thomas Bidg., Dallas 1, Texas « National Bank 
Bidg., Detroit 32, Mich. « Roosevelt Bidg., Indianapolis 4, Ind. « 121 W. Forsyth St., 
Jacksonville 2, Fla. « 520 W. Seventh St., Los Angeles 14, Calif. « 39-45 No. Third 
St., Memphis 3, Tenn. « 2511 S. W. 24 Court, Miami 33, Fla. « 404 St. Charles St., 
New Orleans 12, La. « 16 So. Broad St., Philadelphia 2, Pa. « Keystone Bidg., 
Pittsburgh 22, Pa. » 425 East 8th St., St. Paul 1, Minn. « 243 Kearny St., San Fran- 
cisco 8, Calif. © 222 Spring St., Shreveport 69, La. « University Bldg., Syracuse 1, N.Y. 


New York Terminal Warehouse Company 


25 SOUTH WILLIAM ST., NEW YORK 4, N. Y. 
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WASHINGTON VIEWPOINT 








Credit Controls 


Although the credit control powers 
of the Federal Reserve Board were 
technically eligible for extension right 
’ up to their June 30 expiration date, the 
decision to let them lapse was reached 
early in May. 

Senator A. Willis Robertson, (D., 


Va.) chairman of the Senate Banking 


Subcommittee in charge of the con- 
sumer credit and bank reserves bills, 
presided at a brief 3-day hearing which 
terminated with the announcement 
that there would be no action, unless 
certain impossible circumstances came 
about. <A few days later Senator 
Burnet R. Maybank, (D., S. C.) chair- 
man of the Banking Committee, stated 
that credit control legislation by Con- 
gress was out of the question for the 
present session, at least. 

The House Banking Committee, 
deeply immersed in controversy over 
a number of housing bills, approached 
the June 30 deadline with no spot on 
its calendar for credit control hearings. 
Chairman Brent Spence (D., Ky.) re- 
frained from publicly stating his views 
on the two control measures which had 
been so earnestly demanded by the 
Federal Reserve Board with the sup- 
port of the President. However, it be- 
came generally known that Chairman 
Spence regarded as fatal the Board’s 
insistence on spreading the required 
special reserves to include non-member 
State banks. 

During mid-June, both Senator 
Maybank and Representative Spence 
visited the President at the White 
House, to discuss the remaining legis- 
lative program for the session. In 
neither case was there revealed any 
urging to revive the dormant bills. 

The hearings which led up to the 
startling announcement by Senator 
Robertson were spirited. Only the 
official Federal Reserve Board spokes- 
men, Chairman Thomas B. McCabe 
and Associate Research Director Ralph 
A. Young, spoke in favor of the pro- 
longation of credit control legislation. 

All other witnesses opposed the bills 
and for practically identical reasons. 
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CCC Loans 


The Agriculture Department was not 
surprised when a flood of critical mail 
poured in following announcement of 
the new Commodity Credit Corpora- 
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Washington Correspondent 


tion bank loan plan. A strong nation- 
wide outburst of sentiment was fully 
expected. 

The CCC fiscal division was con- 
fronted with the knotty problem of 
drawing up a standard agreement 


which would conform with the banking 
laws of 48 States, the territories and 
possessions. With harvest time com- 
ing nearer all the time, it was decided 
to announce the program, and to 
amend it later if necessary. 
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Insurance Corporation 












Effective, integrated 


Coastwide service 


This Bank, partner in the 
progress of the Pacific for more 
than eighty years, today is 
allied even more closely with 
Western business and industry. 


Our on-the-ground locations in 
all three Pacific Coast states 
permit immediacy and unity in 
our service to our customers 
—large and small. 


As a customer of any one 
of our tri-state offices, 
you will find the closely 
integrated information and 
service facilities of a// our 
offices ready for your 
instant use. 


THE BANK OF CALIFORNIA 


NATIONAL ASSOCIATION 
Incorporated in 1864 
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THe movte™ 


his “STEEL STRONG” creation holds 

10 coins each of pennies, nickels, 
dimes, quarters, and halves in each of 68 
staggered pockets for quick accessibility 
and handling. Teller can make change 
handily and speedily. Raised black figures 
on border mark pockets. Size of Tray: 12% 
in. by 9 in. May be placed on counter, 
mounted on pedestal to save space or on 
short leas for nesting and storage in vault. 
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For example, the standard agree- 
ment provided that any bank holding 
a CCC loan could sell it to the Corpo- 
ration by merely executing a sight draft 
for presentation to the Federal Reserve 
Bank. However, the bank would re- 
tain the loan documents for servicing 
purposes, receiving a fee for collecting 
in the name of CCC. It was provided 
that the bank could be required to post 
Government securities or other surety, 
up to as much as 100 per cent of the 
paper held. 

The surety clause brought sharp 
disagreement from the American Bank- 
ers Association. CCC officials, more- 
over, admitted that the surety re- 
quirement invited legal snarls by the 
dozen. In some States, the banks are 
legally forbidden to post such surety. 
In other States, banks could legally 
comply with only a part of what CCC 
was asking them to undertake. On the 
basis of the many letters of protest, the 
CCC Fiscal Division hoped to work 
out a watered-down surety provision 
which would be legal. There was a 
persistent indication that they might 
throw it out altogether. 

A second point on which the Corpo- 
ration received vigorous banker protests 
was the decision to hold fast the 50-50 
split of the farmer’s 3 per cent interest 
payment. Officials held that it would 
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UP AND 


GOOD merchandisers of service 
products recognize the distinction be- 
tween acquisition cost and sales cost, 
although insofar as records are con- 
cerned, both, usually, are tossed into 
the same pot. Thus the expenditure to 
get the business might be all out of 
proportion to overall sales cost, but 
over a period of years the expenditure 
to “keep the situation sweet” and to 
expand the billing is, or should be, far 
greater than the original outlay. 


A case in point is the pay-as-you-go 
checking account program, which for 
some years has commanded the interest 
of bankers from coast to coast. Viewed 
objectively, it would appear that too 
much money has been spent to “get 
the names on the ledger” and not 
enough spent to stimulate activity. The 
unit price per check is a relatively un- 
important factor if activity is heiad down 





















AT ’EM! 


to three or four checks per month. 


If people paid ALL their bills by check 
the chances are good. that ALL small 
accounts would be profitable, so it is in- 
dicated that the next big sales drive will 
emphasize this phase of checking ac- 
count merchandising. Writing checks is 
a good habit and once it is formed it is 
seldom broken. To encourage it and in- 
fluence it is a sales job of some consid- 
erable magnitude, calling for sustained 
effort far greater than that expended to 
acquire the accounts in the first place. 


So to increase account revenue, reduce 
mortality, accelerate “feeder” value and 
develop pride of ownership, slant your 
sales program of the future more 
towards activity. The best prospect for 
insurance is the man who already carries 
insurance. The best prospect for bank- 
ing service is that name on the ledger. 
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Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 










be politically absurd to try to charge a 


higher rate to the farmer during a 
period of falling prices. 
favorable split of the existing 3 per 
cent was likewise rejected on the basis 
that it could be construed as a subsidy 
to bankers out of the pockets of tax- 
payers. 
. Sl . 


FDIC Assessments 


A number of simultaneous, unre- 
lated events encouraged bankers’ hopes 
that the Senate, at least, would act be- 
fore adjournment on a bill to reduce 
Federal deposit insurance assessments. 

At credit control hearings before the 
Senate Banking Subcommittee on 
May 13, Senator J. Allen Frear, Jr., 
(D., Del.), and Senator A. Willis 
Robertson, (D., Va.), closely ques- 
tioned FDIC Chairman Maple T. 
Harl on the prospect of cutting the 
assessment rate substantially. Mr. 
Harl replied that a rate reduction was 
under study, and that a report would 
be forthcoming. 

On June 9 it became known that 
Chairman Burnet R. Maybank (D., 
S. C.), of the Senate Banking Commit- 
tee was working on a specific bill based 
on reducing the rate to 1/24 per cent. 
This action was independent of the 
efforts of Senators Frear and Robertson. 

On June 15, Senator Arthur H. 
Vandenberg (R., Mich.), long regarded 
as the guardian of the FDIC in legisla- 
tive matters, announced that he too 
was independently considering action 
toward a rate reduction, provided the 
FDIC was willing to support it. The 
Michigan Senator said that he had 
been assured of an early indication of 
the Corporation’s attitude, and that a 
favorable indication would probably 
write the preface to Senate enactment 
of a bill. 

In the House, the outlook for pas- 
sage of an assessment-reducing measure 
was relatively dark. Banking Com- 
mittee Chairman Brent Spence (D., 
Ky.), was frankly cool to the proposal. 
Moreover, there was lacking the out- 
break of incidents which seemed to 
indicate probable action, as in the 
Senate. 

The various versions under study in 
the Senate were in agreement on two 
main points. The new rate would be 
1/24 per cent. Also, if the FDIC in- 
surance fund were to fall below the 
$1,000,000,000 level for any reason, 
the rate would automatically be re- 
stored to the present 1/12 per cent. 
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Deficit Financing 


With the complex process of switch- 
ing over to deficit financing in the im- 
mediate offing, Washington’s most 
genteel hot-weather pastime is specu- 
lation as to the effect on prices, stocks, 
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FROM WALL STREET 
TO MAIN STREET... 


CHOOSE 


America’s outstanding banks have discovered that Ap- 
propriate Brightness Control lighting offers four basic 
advantages . . . each of which pays attractive dividends. 


First... A.B.C. lighting has a profound effect ory CLIENT 
RELATIONS. 


Next...It has direct bearing upon EMPLOYEE RELATIONS 
Then ... It steps up EMPLOYEE EFFICIENCY dnd mor 


And ... Curtis A.B.C. Lighting installations have 
their merit as SOUND INVESTMENTS. 


The complete story is outlined in a newly issded brochtre 
described below. 






“Trends in Modern Bank Light- 
ing” with Current Examples from 
Leading Banks, illustrates and 
describes what America's out- 
standing banks have done about 
lighting modernization. Its yours 


for the asking. 
FOR YOUR CONVENIENCE 
CURTIS LIGHTING, INC. 


™ ol | S135 W. 65th Street — 
11 Chicago 38, Illinois 


Please send me a copy of ‘“‘Trends in Modern Bank Lighting’® without 
obligation, 


E 

URTIS LIGHTING, INC. | wx rms 

6135 WEST 65th STREET, CHICAGO 38, ILLINOIS | ADDRESS | 
CHICAGO... TORONTO..NEW YORK CITY. ZONE STATE 

BANK_ | 
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Since 1557 


HELPFUL CORRESPONDENT SERVICE 
In St. Louis 





Whatever your correspondent require- 
ments, from Transit to Trust, you'll 
find competent, experienced, specialized 


service at Mercantile-Commerce. 


That’s why so many hundreds of banks 
have designated Mercantile -Commerce 
their correspondent in the key city of 


St. Louis ... since 1857. 
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MERCANTIL - COMMERCE 


Bank and Trust Company 
ST. LOUIS 1 (§ ma | MISSOURI 
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MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 














SAFE DEPOSIT BOXES 
NIGHT DEPOSITORIES 


BANK VAULTS 
TELLERS CHESTS 
VAULT VENTILATORS 
BURGLAR PROOF CHESTS 





The Guardian Burglar Proof Equipment Co. 
6219 Detroit Avenue, CLEVELAND 2, OHIO 











loans and deposits. 

By grace of the $3,000,000,000 ECA 

trust fund and through depletion of the 
Treasury’s cash balance and war loan 
deposits in banks, the fiscal year 1949 
drew to a close without experiencing a 
forthright borrowing program. Fiscal 
1950, however, begins without a $3,- 
000,000,000 head start and with the 
prospect of a budget out of balance. 
y The C. I. O. met the trend of falling 
prices with a sturdy demand for heavy 
public works outlays. To pay the bill, 
the C. I. O. urged that the Treasury go 
sull further into the red, contending 
that a period of rising unemployment 
was no time for Congress to stay its 
appropriating hand in deference to the 
academic question of balancing the 
budget. 

The reactions of bankers and fiscal 
authorities have tended to converge on 
the theory that financing a deficit of 
$5,000,000,000, more or less, will 
scarcely affect the results of sweeping 
changes in prices, when related to a 
national income of $215,000,000,000 
and an equivalent latent purchasing 
power. It is held that the long overdue 
supremacy of the buyer over the seller 
is about to establish prices where they 
ought to be. 

Officials responsible for debt man- 
agement have been most reticent when 
questioned concerning the outlook. 
This attitude is generally attributed to 
the desire to avoid “leaking” informa- 
tion which might influence the money 
market, rather than to an unwilling- 
ness to be helpful to banking. 
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World Bank Securities 


In sharp contrast to.a disappointing 
experience last year, the National Ad- 
visory Council and the International 
Bank successfully appealed to the 
Senate and House Banking Commit- 
tees for legislation empowering na- 
tional banks to deal in the Bank’s 
securities. 

In 1948, the bill was referred to the 
Interstate Commerce Committee of 
the House, where it encountered sharp 
criticism. This year, the features which 
had caused irritation were smoothed 
out and the title of the bill altered so 
as to obtain reference to the Banking 
Committee, presumably more sympa- 
thetic than the other. Moreover, last 
year there developed a situation of per- 
sonal opposition on the part of Senator 
John W. Bricker (R., O.) which be- 
came an effective block. Prior to this 
year’s Senate hearing, however, the 
Ohio Legislature passed a similar bill 
relating to Ohio banks, and Senator 
Bricker’s former objections were not 
again heard. 

In addition to all this preparatory 
work, the National Advisory Council 
selected all-star witnesses to present 
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This man’s job is to test every run 

of Hammermill Safety to see that it 
has been properly sized to meet 
Hammermill’s standards of writability. 


It is only one of the 18 exacting 
laboratory tests that this fine check 
paper must pass before it reaches 
you. This precise quality control is 
possible because Hammermill Safety is 
produced in one mill under the control 

of expert technicians. It guarantees the uni- 
formity of Hammermill Safety ...in smooth 

writing surface, protective qualities, color and strength. 


Send for sample book of Hammermill Safety in a variety of 
colors and three pleasing background patterns. No salesman will call. 


GIVE YOUR CHECKS THE ADVANTAGES OF THE “BEST KNOWN NAME IN PAPER’ 
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Hammermill Paper Company , 
1503 East Lake Road, Erie, Pennsylvania 


Please send me — FREE — a sample book showing 
HAMMERMILL SAFETY. 








Position 
(Please attach to or write on your bank letterhead) BCH-JUL 













Name. 














MANUFACTURED BY HAMMERMILL PAPER COMPANY, ERIE PA FOUNDED 1898 
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“oTBe REPPOPNIT 
IN GUS DAY 


ie MODERN direct routing service of Bank 
of America in California today is a far cry 
from the pony express of nearly 100 years 
ago. One account with Bank of America, 
either in Los Angeles or San Francisco, 
affords you direct, prompt handling of col- 
lection items in any of the more than 300 
California communities where this bank 
has branches. Direct your inquiries to Bank 
of America, 300 Montgomery Street, San 
Francisco 20; or 660 South Spring Street, 
Los Angeles 54. 


Foreign branches in London, Manila, Kobe, 
Tokyo, Yokohama, Shanghai. New York Rep- 
resentative: 44 Wall Street. Correspondents 
throughout the world. 


Bank of America 


NATIONAL fRYSTAS2 ASSOCIATION 
California’s Statewide Bank 
Bank of America Travelers Cheques are known the world over. 


Sell them to your customers, some of whom may be coming to 
California during this Gold Rush Centennial year. 











MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION *© MEMBER FEDERAL RESERVE SYSTEM 








the case for the legislation. World 
Bank President John J. McCloy, soon 
to be confirmed by the Senate to be the 
United States High Commissioner in 
Germany, was accompanied by Assist- 
ant Secretary of the Treasury William 
McChesney Martin. ° Both officials 
have been notably competent per- 
formers at Congressional hearings. 
Their accomplishment was to win 
unanimous support by both Banking 
Committees. 

The argument which Mr. McCloy 
pressed home was that banks would 
find it difficult to handle the Interna- 
tional Bank’s securities if required to 
follow the procedures .of the Securities 
and Exchange Commission regarding 
non-exempt security issues. This is 
because Federal, State and municipal 
issues are exempt, and consequently 
the national banks have not needed to 
set up the SEC clearance machinery. 

The Securities and Exchange Com- 
mission declined to take a position one 
way or the other. Although strongly 
pressed by Senators Burnet R. May- 
bank (D.,S.C.) and A. Willis Robertson 
(D., Va.) to make its views known, 
the Commission’s associate general 
counsel, Louis Loss, remained non- 
committal. 

When the House Rules Committee 
granted a clean-cut passport on June 
15, the way appeared clear for prompt 
enactment of the bill. 
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World Bank Outlook 


Eugene R. Black, newly-installed 
president of the International Bank for 
Reconstruction and Development, has 
3% years of experience as U. S. Execu- 
tive Director behind him as he takes 
over the wheel to pilot the Bank 
through the second major phase of its 
career. 

As the United States representative 
on the Board of the Bank, Mr. Black 
held the largest single block of votes. 
He also accepted the responsibility for 
guiding the Bank’s policy of preparing 
to enter the investment markets of the 
United States in order to raise funds 
for the Bank’s foreign projects. Since 
the Bank has made loan commitments 
of about $650,000,000 out of the avail- 
able $745,000,000 capital funds and 
$250,000,000 borrowed funds, the time 
is approaching when further securities 
must be readied for market in order to 
maintain a vigorous loan program. 

Mr. Black thus faces two major 
initial problems. The first is to de- 
velop a sound loan program, both in 
tune with the concept of the Bretton 
Woods Agreements and in harmony 
with the requirements of United States 
investors as to productivity and likeli- 
hood of repayment. The second prob- 
lem is to float successfully the necessary 
security issues. 
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Pitney-Bowes’ 


new baby! 


DM 


...a postage meter 
for everybody! 
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@ The DM is about the size of a telephone, takes 
little desk or table space. But it’s a real postage 
meter... makes mailing quick and easy. 


@ Prints the exact postage needed directly on the 
envelope ... plus a dated postmark and a small 
advertisement (optional). 


@ Set a dial for the stamp value wanted for any 
class of mail, press the lever—and that’s all! Never 
run out of needed stamp denominations. And no 
more bother with adhesive stamps, or stamp licking! 


@ Pass the envelope flap through the moistener 
and it’s ready for sealing. 

@ A small container of gummed tape, fitted in 
place instantly, permits the DM to print postage 
on tape for parcel post, extra bulky pieces, etc. 

@ Protects postage from loss or theft . ..shows the 
amount used and on hand, on visible counters. 


@ The DM has smart design, good looks... costs 
little to use, is well worth the convenience—in any 
bank, large or small! Ask any PB office to show 
you...or write for free descriptive folder. 


Pitney-Bowes, Inc. 
= 3191 Pacific Street, Stamford, Conn. 


Originators of the postage meter . . . largest makers 
of mailing machines . . . offices in 
93 cities in U. S. and Canada. 
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Sinked, in the Uige of, Microfilm, 


Precision-built microfilm equipment, 
developed and manufactured by 
Bell & Howell, is distributed and 
serviced exclusively by Burroughs. 
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INCREASE MICROFILMING EFFICIENCY 


BURROUGHS HAS (Tf 





A new, perfected Recorder that photographs more 
documents on one roll of microfilm—cuts film costs, 
cuts processing costs, cuts filing space! Further economy 
is assured through one-time purchase rather than 
continuous rental. 


BURROUGHS HAS (T/ 





New developments in automatic feed and other oper- 
ating features that make microfilming far faster, far 
simpler. Burroughs microfilming is so easy that one 
girl, using two feeders, can operate two Recorders. 
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New flexibility that makes microfilming a more useful, 
more versatile business tool. Burroughs can meet your 
microfilming needs more specifically with modern pre- 
cision-built microfilm equipment. 


call Bunnoughs for a demonteddion 


You owe it to yourself to find out how much more time, 

money and effort you can save with Burroughs microfilm 

equipment. Call your nearest Burroughs office, or write — 

BURROUGHS ADDING MACHINE COMPANY 
DETROIT 32, MICHIGAN 











The Burroughs Reader is a marvel of 
simplicity for showing a clear, readable 
image—enlarged to the actual size of the 
original document, or larger—even when 
used in a brightly lighted room. Photo- 
graphic facsimiles, to actual size, can be 
made in a few minutes. 


WHEREVER THERE'S BUSINESS THERE'S Burroughs 
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On the first problem, Asssitant Sec- 


retary of the Treasury William 
McChesney Martin commented: 
“During the next few years, it is hoped 
that many more nations will be in a 
position to apply for loans to finance 
projects and programs consistent with 
the purposes of the Bank. The con- 
tinued effectiveness of the Bank will 
depend upon its ability to meet these 
requests . To the extent that 
economic and political conditions 
abroad permit the Bank to assume 
greater responsibility in financing re- 
construction and development, it is in 
the interest of the United States to en- 





courage the Bank to assume that 
responsibility.” 

To this, retiring president John J. 
McCloy added: “The Bank’s member 
nations know that our insistence upon 
practical, productive projects and upon 
the adoption of sound economic policies 
derives solely from our desire to assist 
them and not from any desire to ex- 
ploit their resources.” 

In an appraisal of Mr. Black’s pros- 
pects for launching a successful financ- 
ing program, Mr. McCloy said: “I am 
confident that under his able leader- 
ship the Bank will continue the prog- 
ress which it has made in the past two 
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years, and that its policies and prac- 
tices in marketing its securities will 
continue to be sound and in the best 
interests of the United States and 
investors.” 


Housing Legislation 


Faced with expiration of Title I and 
Section 603 mortgage insurance author- 
ity on June 30, the House and Senate 
Banking Committees took action to- 


‘ward extending these FHA powers for 


two months, with the announced in- 
tention of reviewing them more de- 
liberately prior to the adjournment of 
the session. 

Repeated delays in the enactment of 
the public housing law were given as 
the reason for the stopgap measure. 
Both committees agreed that revision 
of the FHA program should await final 
disposition of the highly controversial 
public housing issue. 

An additional $500,000,000 was rec- 
ommended for the FHA program under 
Section 203. There was no initial 
recommendation for additional loan-in- 
surance power under Title I or Section 
603, because it was estimated that the 
FHA had enough unused latitude to 
take care of the stopgap 2-month 
period. 

Arthur J. Frentz, assistant commis- 
sioner of the Federal Housing Adminis- 
tration said that the principal change 
to be recommended in a revised Title I 
bill was the addition of an entirely new 
section that would establish a separate 
Title I housing insurance fund provid- 
ing 100 per cent insurance on new 
home mortgages not in excess of 
$4,750. 


Bank Woman is Treasurer 


A woman bank president from 
Kansas has been named Treasurer of 
the United States. 

President Truman’s choice to suc- 
ceed the late William A. Julian is Mrs. 
Georgia Clark Neese, who brings to 
her new political post practical bank- 
ing and business experience. Since 1937 
she has been president of the Richland 
(Kansas) State Bank, a $600,000 insti- 
tution located south of Topeka. She 
is also a successful grain operator and 
local merchant, and owner of several 
outlying farms. 

While a stranger to Washington 
politics, Mrs. Clark has been active as 
a member of the Democratic National 
Committee. 

As Treasurer, her signature will 
appear on all new United States cur- 
rency. Her office, located within the 
Treasury Department, is essentially a 
banking facility for the government. 
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THE PERSONALITY SPOTLIGHT 








The passing of Amadeo Peter 
Giannini at the age of 79 leaves him 
the hero of countless legends in a 
great saga of Western banking. More 
than any other man of his time he 
was responsible for great changes in 
modern banking practice. 

Back in 1904, in one room on San 
Francisco’s Clay Street, he founded 
his Bank of Italy, with a capital of 
$150,000 and staff of three people. 

His policies in providing banking 
services for “‘the little fellow’? and 
small business, his innovations in 
creating a department store of fi- 
nance, made it grow into the Bank 
of America, a $6,000,000,000 corpo- 
ration with 14,000 employees, 520 
branches in California communities 
and offices overseas—the world’s 
largest banking institution. 

In 1945 on his 75th birthday, he 
retired as chairman of the bank, 
which had tripled its resources in the 
preceding five years. Its directors 
named him ‘“‘founder-chairman,”’ and 
he spent much of his later years 
traveling, visiting foreign countries. 

‘“‘A. P.”’ was famous in the Mont- 
gomery Street financial district for 
his philosophy, for his pungent 
observations. For instance, his bank- 
ing dictum: “I will lend to the little 
fellow on character, to the big guy 
on security.” 

He is survived by his son, Law- 
rence Mario Giannini, president of 
the Bank of America, and a daughter, 
Mrs. Claire G. Hoffman, newly named 
on the bank’s board of directors. 

+ 

Newly elected president of The 

Philadelphia Savings Fund Society, 


Heads oldest savings bank 


J. HAMILTON CHESTON 
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A. P. GIANNINI 


Full retirement at last 


oldest mutual savings bank in the 
country, is J. Hamilton Cheston. 
He is the 13th president in the 
Society’s history, which dates back 
to 1816. 

Mr. Cheston succeeds the well- 
known Isaac W. Roberts, president 
since 1941, who has retired. The 
new incumbent, an attorney, has 
been a vice-president since 1933 and 
on the board of managers since 1938. 
He is president and a director of the 
Bound Brook Railroad Company 
and of the East Trenton Railroad 
Company, and a director of a num- 
ber of other railroads and insurance 
companies. 

e 


A merger creating the fourth 

largest bank in New England, with 
total resources of approximately 
$180,000,000, brings together the 
First National Bank of Hartford and 
the Hartford National Bank and 
Trust Company, under the name of 
the latter institution. 
' Ostrom Enders, president of the 
Hartford National, continues in that 
capacity as head of the consolidated 
bank. James W. Knox, president 
of the First National, becomes senior 
vice-president. 

The Hartford National, established 


in 1792, is the fourth oldest bank in 
the United States, and the largest in 
Connecticut. The First National 
was founded in 1864. 

Capital funds of the consolidated 
bank total more than $13,000,000, 
materially increasing the loaning 
limit. 

> 

New president of the Commercial 
National Bank, Shreveport, Louisi- 
ana, is a veteran Oklahoma banker, 
B. F. Barnett. 

Mr. Barnett for more than 20 
years has been a vice-president of 
the First National Bank & Trust 
Company, Tulsa, and has long been 
its senior lending officer. He is a 
director of Robert Morris Associates, 
and is immediate past president of 
the Missouri Valley chapter of that 
organization. 

At the Commercial National he 
succeeds Jacob Embry, president 
for the past eight months, who will 
continue active as chairman of the 
board. Mr. Embry became president 
last November following the resigna- 
tion of Val Murrell, who is now 
devoting full time to the presidency 
of the Continental-American Bank & 
Trust Company in Shreveport. 

e 


Following 18 years as president of 
the Third National Bank and Trust 
Company, Scranton, Pennsylvania, 
Ralph A. Gregory has become 
active chairman of the board. John 
R. Simpson, a prominent merchant 
and a director of the bank since 1935, 
assumed the presidency on July 1. 

Mr. Simpson has resigned as presi- 


Merger forms $180,000,000 bank 


President: OSTROM ENDERS 
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dent of a local department store, and 
will devote his full time to the bank. 

Mr. Gregory has headed the Third 
National for 18 years. He joined 
the bank in 1907 as credit manager. 
A past president of the Pennsylvania 
Bankers Association, he has also 
been active in the American Bankers 
Association including membership on 
the executive council. 


+ 


Looking ahead, the Alabama Bank- 
ers Association at its annual conven- 
tion endorsed Gordon D. Palmer, 
president of the First National Bank 


of Tuscaloosa, for the A. B. A. vice- 
presidency in 1950. 

Mr. Palmer is immediate past 
president of- the A. B. A. National 
Bank Division, and has been presi- 
dent and secretary of the Alabama 
Bankers Association. 


* 


Douglas J. Dundas returns to 
the Great Falls (Montana) National 
Bank as its president, succeeding 
Lee M. Ford who is now chairman 
of the board. 

Mr. Dundas was vice-president of 
the bank from 1937 to 1946, when 





Speed up transit work 


The new 1949 A. B. A. Key 
Book with Check Routing 
Symbols is now available. It con- 
tains all annual changes in transic 
numbers and check routing sym- 
bols. Make sure your organiza- 
tion has enough copies of the 
latest edition for completely effi- 
cient operation. Order yours to- 
day. $3.50 a copy. 







RAND MSINALLY & COMPANY 
Publishers 
536 S. Glark St., Chicago 5, Ill. 





he resigned to become a vice-presi- 
dent of the Seattle-First National 
Bank in charge of its Yakima Valley 
branch. 

A director of the Northwest Ban- 
corporation, Minneapolis, Mr. Ford 
is the son of the founder of the Great 
Falls National Bank. He has been 
president since 1913. 


* 


To the post of vice-president and 
manager of its Yakima Valley office, 
Seattle-First Na- 
tional Bank has 
advanced Frank 
H. Jenne. He has 
been assistant 
vice-president at 
the branch for the 

















past six years, and 
has been with the 
bank for 30 years. 
He is well known 
throughout the 
state, having been 
agricultural committee chairman of 
the Washington Bankers Association 
for three years. 

Another promotion moves Fred 
O. Paulsell, manager of the Pullman 
branch, to assistant vice-president 
in the main office credit department. 
President of the Pullman Chamber 
of Commerce, he was recently named 
“Young Man of the Year.”’ 


Sd 


F. H. JENNE 


A new vice-president specializing 
in commercial loans at Fidelity- 
Philadelphia Trust Company, Phila- 
delphia, Pennsyl- 
vania, is Went- 
worth P. John- 
son. Mr. John- 
son’s banking ex- 
perience has been 
entirely with the 
Irving Trust Com- 
pany of New York, 
from 1923 to 1948. 
He became a vice- 
president in 1930, 
and occupied posi- 
tions of major responsibility in the 
trust department for the next 10 
years. He was placed in charge of 
the Rockefeller Plaza Irving office 
from 1940 to 1948. 


e 


The $13,000,000 First National 
Bank of Glendale, California, has 
merged with the California Bank, 
Los Angeles. Both the main office 
and a former-First National branch 
will be operated as branches under 
the direction of Mark G. McMahon, 
former president of the Glendale 
institution, who is now a California 
Bank vice-president. 

Mr. McMahon, a past president of 
the California Bankers Association, 
and the Independent Bankers Associ- 


W. P. JOHNSON 
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ation of Southern California, is pres- 
ently state vice-president of the 
American Bankers Association. 


a 


Included among numerous promo- 
tions at the Chase National Bank in 
New York City are the following: 
Victor E. Rockhill as vice-president 
in the public utilities department; 
Lyon F, Terry as vice-president in 
the petroleum department; Robert 
C. Dallery, Jacque C. Frost, 
James P. Mitchell and Walter H. 
Wightman as second vice-presidents 
in the commercial banking depart- 
ment; and Hamilton T. Slaight as 
second vice-president in the public 
utilities department. 


* 


T. J. Herbert, assistant vice- 
president of the 
American Na- 
tional Bank and 
Trust Company 
of Chicago, and a 
member of the 
faculty of the 
Graduate School 
of Banking, was 
promoted to the 
vice-presidency 
T. J. HERBERT recently. Mr. Her- 
bert served the 
City Bank Farmers Trust Company, 
New York, for 15 years before joining 
the American National‘as assistant 
trust officer in 1944. 


o 











New president of the National 
Savings and Loan League is John L. 
Conner, president of the Southern 
Federal Savings and Loan Association 
of Atlanta, 
Georgia. A for- 
mer assistant 
governor of the 
Federal Home 
Loan b> 7k Sys- 
tem, Mr. Con- 
ner founded 
the Atlanta in- 
stitution in 
1936 and it now 
has assets ex- 

J. L. CONNER ceeding $9,000,- 
000. He has 
served as president of the Atlanta 
League of Savings, Building and 
Loan Associations, and has been 
Georgia representative on the board 
of governors of the National League, 
as well as a member of the executive 
committee. 

Other officers of the League, 
elected at the sixth annual conven- 
tion held last month at Mackinac 
Island, Michigan, are: First vice- 
president, O. W. Boswell, president, 
First Federal Savings and Loan 
Association, Paris, Texas; second 
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$1,500 inventory abolished — 
‘al a cost of $4.46! | 


With more than 700 vacuum tubes needed by industry, a tube distributor would find 


rofits consumed by 100% inventories. But by ordering tubes as needed via Air 
xpress, he holds stocks to 25%. Example: Orders $1,500 tube at 9 a.m. from sup- 
plier 900 miles away. Delivered to customer 6 P.M. same day. 16 lbs.: cost, $4.46. 





: Fy 52 . am 
Remember, $4.46 included speedy pick- 
up and delivery service, too. More pro- 
tection, because you get a receipt for 
every shipment. Air Express is the 
world’s fastest shipping service. 


Your Air Express shipments go by the 
Scheduled Airlines direct to over 1,000 
airport cities; fastest air-rail for 22,000 
off-airline offices. Shipments keep 
moving with ’round-the-clock service. 


FACTS on low Air Express rates 


19 tbs. of machine parts goes 600 miles for $3.54. 

9-lb. carton of new styles goes 1400 miles for $3.99. 

(Every kind of business finds Air Express pays.) 

Only Air Express g:ves you all these advantages: pees pick-up and de- 
livery at no extra cost. You get a receipt for every shipment and delivery is 


proved by signature of consignee. 


ier responsibility. Assured 


rotection, too—valuation coverage up to $50 without extra charge. 
ctically no limitation on size or weight. For fast shipping action, 
hone Air Express Division, Railway press Agency. specify 


‘Air Express delivery” on orders. 


SPEUY 
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GETS THERE FIRST 





Rates include special pick-up and delivery 
door to door.in principal towns and cities 








AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


scHEDULED AIRLINES oF THE u.s. 
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Meet Your Customers’ Requirements 
on a Secured Basis by Using St. Louis 


Terminal Warehouse Receipts 





a OO 


"Another thing, Bill-a Saint Louis 
Terminal Field Warehouse loan 
protects our bank; and at the 
sane time, it holds our 
customer's good will.” 


Ys 


You can use Field Warehousing to— 


@ Create New Loans secured by bonded warehouse receipts 
@ Convert open-line credit customers to a secured loan 


© Increase the amount of the customer's loan safely 





ST. LOUIS TERMINAL 


ST. LOUIS 2, MO. 


826 Clark 


DALLAS 1, TEXAS 
Construction Bidg. 


in relation to liquid capital. 


WAREHOUSE CO. 


Quarter of a Century of Warehousing Service 


CHICAGO 3, ILL. 
First Natl. Bank Bidg. 


KANSAS CITY 6, MO. 
Waldheim Bidg. 


Don’t pass up opportunities for profit- 
able loans. Today’s inventories are high 


Wire or write our nearest office today. 


CINCINNATI 2, OHIO 
Carew Tower 


MEMPHIS 3, TENN. 
Sterick Bidg. 
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vice-president, Earl C. Weber, presi- 
dent, Hoyne Savings and Loan 
Association, Chicago; secretary, Allen 
H. Generes, president and’ general 
manager, Central Savings and Loan 
Association, New Orleans. 


° 


One of Michigan’s best-known 
bankers, Henry M. Zimmerman, 
chairman of the 
board of the 
United Savings 
Bank, Detroit, 
died recently at 
the age of 81. 
From 1907-11 he 
was state banking 
commissioner, and 
in 1910 he served 
as president of the 
H. M. ZIMMERMAN’ National. Associ- 

ation of Supervi- 
sors of State Banks. In 1911 he 
became a vice-president and director 
of the United Savings Bank. He 
left in 1922 to head a bank in Pon- 
tiac, Michigan, but has been board 
chairman of the Detroit institution 
since 1934. 


* 


Plans have been announced for 
the formation of a new institution, 
the Central Valley Bank of Cali- 
fornia, comprising five Northern 
California banks headed by Charles 
P. Partridge as president. 

The First National Bank in Rich- 
mond will become the head office of 
the group, and other offices will be 
in El Cerrito, Oakley, Escalon and 
Hughson. Besides Mr. Partridge, 
administrative officers are listed as 
follows: Clair T. Harding, vice- 
president; B. G. Ensign, vice-presi- 
dent in charge of the loan department; 
Lyle R. Jamieson, cashier; and 
M. T. Kemper, secretary. 


° 


Hugh W. Fraser, Jr., is now 
vice-president and comptroller of 
the Citizens & Southern- National 
Bank in Georgia. Formerly assistant 
to President Mills B. Lane, Jr., he 
has been with the bank for about 
25 years. In his new capacity he 
succeeds Rowland A. Radford, 
who recently resigned to become a 
vice-president of The Bank of Vir- 
ginia, Richmond. 

To assist Mr. Fraser, Joseph A. 
Hall, III, has been named to the 
newly created position of deputy 
comptroller. He formerly was as- 


sistant cashier. 
° 


From vice-president and manager 
of the Pasadena Main office of Bank 
of America, James P. Kennedy is 
being transferred to England to 
serve as vice-president and manager 
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of the London office, in charge of the 
bank’s affairs in the United King- 
dom. He started his business career 
in Glasgow, Scotland, in 1902 and 
entered the banking profession in 
1906 with a Canadian bank in 
Toronto. He joined Bank of America 
in 1923. 


¢ 


Contacts of the First National 
Bank in St. Louis with Missouri 
banks, and with Missouri business 
concerns outside the St. Louis metro- 
politan area, are now under the direc- 
tion of Carroll F. Burton, vice- 
president, and Leonard J. Schrewe, 
assistant vice-president. 

Mr. Burton succeeds the late 


tive and Mr. Schrewe continues as 
junior representative in Missouri. 


¢ 


The character portrayed herewith 
is not the ‘‘Mad Russian”’ of radio 
fame, as might be surmised. Fellow 
F.P.R.A. members may recognize 

















} The Russian menace 


“Igor Beavor—a Most Inauspicious 
Caucasian” as being none other than 
Rod Maclean, assistant vice-presi- 
dent, Union Bank & Trust Co. of 
Los Angeles. He presented his 
original novelty act at the annual 
banquet meeting of the Oregon 
Bankers Association convention in 
Portland recently. Accompanying 
him at the piano was Lloyd A. 





Frank C. Hunt as senior representa- | 
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AUTOMATIC CASHIERS . 


(COIN PAYING MACHINES) 


COIN SORTERS 
and COUNTERS 


COIN COUNTERS 
ad PACKAGERS 








Wiseman, assistant vice-president, 
Crocker First National Bank of San 
Francisco. 

7 


Daniel F. O’Meara, known to 
bankers from coast to coast as 
“Dan,” died last month after a 

lingering illness. As a vice-president 
| of The Public National Bank and 

+ Trust Company of New York, identi- 
fied ‘with new business and public 
relations, he was a familiar figure at 
banking conventions. 
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COIN HANDLING BRANDT AUTOMATIC CASHIER COMPANY 
DEVICES SINCE Watertown, Wisconsin 


1890 We should like to have further information covering the following 
BRANDT equipment : 


(] AUTOMATIC CASHIERS 


BR Peete csi dinjenienensaaenie nina sennacsvesewensnenonss 
[_] COIN SORTER AND COUNTER 
COIN COUNTERS and PACKAGERS : 
UW Sond Adtastiet......... dais aaiadoscaicnersanateccasteces 
[_] COIN STORAGE TRAYS 
[] Also inform us about BRANDT ; 
COIN WRAPPERS and BILLgSTRAPS City  sibidadaenedcasepiavedgeeiaseos ane Zone.......- BNO Si 
“BRANDT” and “CASHIER” registered United States Patent Office and Canadian Trade Marks Office B-7 
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is half of getting what you want 





A big part of the success of our services to 
other banks is knowing where to go and whom to see. 


That’s important. 


It’s valuable in terms of time-saving—in accuracy 


of information and advice—in getting things done. 


Important—but only one of the reasons why we have 


so many out-of-town banks on our books. 


We’ve been here a long time. We know what your 
customers will want in a prime market like Philadelphia. 


In short, THE PHILADELPHIA NATIONAL 
is a bank devoted to serving other banks— 


and finding ways to service them better. 


Toe 146 Gears —anking for Gurcnecs- 


THE PHILADELPHIA NATIONAL BANK 


Organized 1803 PHILADELPHIA 1, PA. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Burroughs Clearing House 



































CANADIAN BANKING 








Bank Skyscraper 


After a number of delays since the 
building was originally planned in 
1930, work is now progressing on the 
25-story head office of the Bank of 
Nova Scotia, on the northeast corner 
of King and Bay Streets, Toronto. 
Steel work is now well above street 


level and the $10,000,000 structure is. 


expected to be ready for occupancy 
late in 1950. 

The Bank of Nova Scotia edifice will 
be the third highest bank building in 
the British Empire, only the Royal 
Bank of Canada headquarters on King 
Street in Toronto and the Royal Bank 
of Canada building on St. James 
Street, Montreal, being taller. 


« ° * 


Foreign Exchange Control 


The Canadian Foreign Exchange 
Control Board recently announced two 
changes in the rules governing non- 
resident trading in Canadian securities. 

One allows the resale of any type of 
marketable Canadian security by non- 
resident investors, at any time, in 
Canada or the United States, after 
they have registered the securities 
with the FECB. If the securities are 
sold in Canada, the proceeds can be 
exported and converted to United 
States currency through the unofficial 
market. 

The second ruling concerns non- 
resident exchanges of Canadian securi- 
ties not eligible for outright sale 
in Canada. Formerly, non-residents 
could exchange only those securities 
maturing within a three-year period, 
or subject to call within the same 
period, for a security due to mature or 
subject to call within the same space 
of time. The call date qualifications 
now have been removed, in connection 
with exchanges of non-government 
securities payable in Canadian dollars 
only. 

* ° ° 


Manicipal Bank Borrowing 


Loans by chartered banks to Cana- 
dian municipalities for deferred im- 
provements and new municipal de- 
velopments are on the upward trend, 
according to the latest government 
bank reports. ; 

At the end of March, 1949, they 
were at the highest point since 1939. 
March municipal borrowings from 
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By JAMES MONTAGNES 





Edifice rising in Toronto 


Canadian banks totaled $79,100,000,. 


up $21,400,000 from the March, 1948, 
figures, and almost four times the 1945 
total. In March, 1939, just before 
the start of the Second World War, 
these borrowings stood at $119,200,000. 

The current steady increase in bank 
loans to municipalities is on a short- 
term loan basis, the loans being eventu- 
ally replaced by long-term debentures. 
Low interest rates have tended to 
encourage long-term loans through 
debentures. 

* + * 


International Trade Fair 


Under the regulations of the govern- 
ment-sponsored Canadian  Interna- 
tional Trade Fair, held at Toronto, 
May 30-—June 10, Canadian banks 
were not allowed to set up displays. 
Nevertheless, although manufacturers 
were the only organizations allowed to 
exhibit, all the banks had representa- 
tives at the fair contacting buyers and 
exhibitors from over 35 countries. 

The only bank having a branch in 


operation was the Canadian Bank of . 


Commerce, where foreign visitors could 
transact business and obtain money 
and information without leaying the 
grounds. os 

The activity of Toronto banks was 


noticeable, however, at the fair 
grounds through new business develop- 
ment department executives, and at 
the main offices in -Toronto where 
many foreign buyers and exhibitors 
arrived with letters of introduction. 

Bank advertising and promotional 
material was evident in the daily news- 
papers and financial papers, citing 
their world-wide services. Booklets 
on Canada’s foreign trade and the 
world-services rendered by Canadian 
banks, were distributed among the 
visitors, along with souvenirs. 

The Bank of Montreal donated 
identification cards for the majority of 
the booths, equipped with interchange- 
able paper slides announcing the names 
of the exhibitors in attendance at the 
booth. A brief message at the bottom 
of the card linked it with the bank. 


e e ¢ 


Ontario Trust Companies 


J. Allyn Taylor, Canada Trust 
Company, London, Ontario, succeeds 
H. E. Langford, Chartered Trust & 
Executor Company, Toronto, as presi- 
dent of the Trust Companies Associ- 
ation of Ontario for 1949-50. The new 
vice-president elect is R. S. Anderson, 
Crown Trust Company, with Laurence 
G. Goodenough of Toronto as acting 
secretary-treasurer. The election took 
place at the annual meeting in Toronto 
on May 31. 

In his annual report, Mr. Langford, 
retiring president, pointed to the need 
for a public relation’s program for the 
trust business. He declared that “‘the 
whole economic environment in which 
we are living is conditioned by what 
the public knows or does not know 
about our business.” 


¢ ¢ Sd 


Canadian Bank Notes 


Individual Canadian bank notes are 
destined to become collectors items in 
the near future. After January 31, 
1950, only Bank of Canada notes will 
be in circulation, although under 
existing legislation outstanding indi- 
vidual bank notes always will be worth 
face value. 

Since the formation of the Bank of 
Canada, created by the government in 
1935, a steady drop has been noted in 
the amount of individual bank note 
circulation. Canadian bank notes in 
circulation in February, 1935, totaled 
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CLIENTS’ FUTURE? 
... JUST ACROSS THE 


Canadian sorver 


American business men are finding that 
Canada offers them vast opportunities 
for expansion. Here are the figures: 


annual imports ..... $21 billion 
annual exports ..... $3 billion 
wages & salaries.... $7 billion 
gross national product $15 billion 


And Canada has immense resources 
yet to be developed—in raw materials 
and abundant, economical power. 

Since 1817, the Bank of Montreal has 
been helping Canada grow... has grown 
with her. We stand ready to answer any 
specific questions you or your clients may 
want to ask, so talk Canada with us. We'll 
be pleased if you will call on us through 
our offices in New York, Chicago or San 
Francisco, or through our Foreign De- 
partment in Montreal. 


* * * 


SEND FOR YOUR FREE COPY 

As a starter, this 100-page, fact-filled booklet 
CANADA TODAY, will an- 
swer a great many of your 
questions about Canada’s 
people, her industries and her 
resources. Write today for 
Booklet C-54 to any of our 
U.S. offices,or to ourForeign 
Department in Montreal. 


‘WY BANK . Banx oF 


—weees ILONTREAL 


Canada’s First Bank 
InCanada since 1817. . . In U.S. since 1859 








» & 
“ NEW YORK --------- 64 Wall St. 
e CHICAGO - ----- 27 S. La Salle St. 
e SAN FRANCISCO - 333 California St. 
HEAD OFFICE - LONDON 
MONTREAL 47 Threadneedle St., E. C. 2 
e 9 Waterloo Place, S. W. 1 
e 
: anche 
500 Or ads 
> aces 
6 


RESOURCES OVER $2 BILLION 











about $125,000,000. At the end of 
March, 1949, the circulation stood at 
$15,128,000. The reason, of course, is 
that banks have discontinued issuing 
any new bank notes for some years, 
and their notes are gradually being 
replaced by Bank of Canada notes. 

Canadian banks can, however, issue 
their own bank notes outside of Canada 
up to 10 per cent of their paid up capi- 
tal. These bank notes circulate in 
some of the British West Indian Islands 
or wherever Canadian bank branches 
exist. 

Meanwhile, the individual bank 
notes are being turned in to banks in 
ever decreasing amounts. Canadian 
bankers feel that a.sizable amount will 
be retained for individual collections 
and_ historical institutions. 

+ + e 


Bank Advertising 


A new series of advertisements has 
been started by the Bank of Nova 
Scotia to bring its services to the at- 
tention of business houses. The first 
advertisement featured the bank’s 
Monthly Review of economic develop- 
ments, and stated that the review is 
available to business executives to 
“keep up with the problems of the 
day.” The second in the series dealt 
with the bank’s collection service 
through use of collection drafts. This 
is the first such advertising on banking 
services used by the Bank of Nova 
Scotia for some time. 

The bank is also using “free enter- 


- prise” advertising in local newspapers 


on a monthly basis. 
A * A 


New Appointments 


The retirement of Norman G. Hart, 
head of the New York Agency of The 
Royal Bank of Canada since 1938, 
heralds the appointment of Edward C. 
Holahan to the vacant post. 

Mr. Hart, recognized in financial 
circles on both sides of the Atlantic, 
has served as manager for The Royal 
Bank of Canada in Barcelona and 
Paris, and in various departments in 
Toronto, and London, England, as 
well as at the New York Agency. 

Mr. Holahan is a native of Brooklyn 
who joined the New York Agency in 


E. C. HOLAHAN 


J. W. GANANN 

















Economic developments in the world at large as 
they unfold may have far-reaching effects on your business. 
To help you in evoluating the pattern for the future which is 
being set today The Bank of Nova Scotia publishes the 
Monthly Review, in which is di d ic devel 
important from @ Canadion point of view. 





The’ Monthly Review is yours for the asking. Write to 
the Bank's General Office at Toronto, or ask for it at your 
nearest branch. 


THE BANK OF NOVA SCOTIA 





Slant bank advertisements toward 
business houses 


1911, and has been an Agent since 
1929. His agency post will be filled by 
Joseph W. Ganann, with the Business 
Development Department in New 
York since 1938 and appointed Assist- 
ant Agent in 1945. 
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Elect New C.B.A. President 


The Canadian Bankers Association 
elected a new president at an interim 
meeting of the association at Montreal 
recently. He is J. U. Boyer, .general 
manager of the Provincial Bank of 
Canada, Montreal, who _ succeeds 
Robert Rae, recently elected to the 
presidency of the Dominion Bank of 
Canada. 

Mr. Rae’s election to the presidency 
of his bank automatically disqualifies 
him from holding the C. B. A. presi- 
dency, since membership in the Asso- 
ciation consists only of general man- 
agers of the 10 Canadian commercial 
banks. Mr. Rae, however, was named 
honorary president at the election. 

The Association’s system is to rotate 
the general managers of the banks in 
its presidency, and Mr. Boyer was next 
in line. Also elected were the follow- 
ing vice-presidents of the Association: 
James Muir, vice-president and gen- 
eral manager, Royal Bank of Canada; 
L. G. Gilett, general manager, Bank of 
Toronto; Gordon R. Ball, general 
manager, Bank of Montreal, and 
James Stewart, general manager, Ca- 
nadian Bank of Commerce. 
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NIGHT DEPOSITORY 
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INNER SAFETY DOOR is plus protection against depository thefts. It 
assures you and your customers that each deposit bag has dropped 
into the chute. Here’s how it works. The safety door is pushed inward 
be when a bag is deposited. The outside door is then closed, rotating the 
‘im cylinder so that the bag can drop through the chute. Your customer 
m cannot yet remove his key from the depository lock. Before doing so, 
~ he must again open the outside door and pull the safety door outward 
of > 
eds to its original position. This cannot be done if a bag is in the cylinder. 
” When the entrance door is then closed, the key can be moved. The 
* 
entire operation takes about ten seconds. 
icy 
fies ROTARY CYLINDER offers maximum protection against “fishing” or 
ay burglary by the method so recently publicized. Close tolerances, ro- 
sal tating action and sealed chute entrance at all times make insertion of 
cial wires, etc., impossible without jamming the operation. Patented safety 
ed door adds to this protection. Patented arm rotates cylinder as outside 
ate door is closed and opened. Customers need not touch cylinder, cannot 
; in injure their fingers. 
ext 
w- 





- THE BEST PROTECTION 
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costs little more in the long * . 
da; 
c of run. Write now for more de- ERRING 1+ 
eral tails on this modern banking GENERAL OFFICES AND 
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This is the night 
depository your bank 
Should have... 
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NIGHT DEPOSITORY 


with inner Safety Door. 





Chute is 36” steel. 
Receiving safe is 
solid cast, special 
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FACTORY - HAMILTON, OHIO 


BRANCH OFFICES: In New York, Chicago, Boston, Washington, St. Louis, 
Atlanta, Houston, Philadelphia, San Francisco, Los Angeles, Detroit, Pittsburgh, 


use Omaha, Minneapolis, Charlotte. OTHER AGENCIES ALL OVER THE WORLD. 











still more banks 


voice their approval of 
BURROUGHS COMMERCIAL 
TELLER’S MACHINES . 
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In 46 states, 1300 banks are using 
Burroughs Commercial Teller’s 
Machines to reduce lobby lines .. . 
save time in teller proving . . . win 
customer approval as modern institu- 
tions. Learn how easily you can add 
this important asset to your bank. 


Call your local Burroughs man today. 
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THE BOOKLET COUNTER 





More Dividends from Financial 
Ads . . . What makes one ad pull 
better than another? Are there cer- 
tain basic principles and approaches 
which can provide financial advertisers 
a guide toward greater readership? 

Not ironclad rules, perhaps, but this 
study by the Bureau of Advertising, 
American Newspaper Publishers Asso- 
ciation, examines certain layout, illus- 
tration and copy characteristics which 
produced better than average reader- 
ship among a considerable number of 
financial ads surveyed. 

For example, the study indicates 
that financial promotion using domi- 
nant photographs for illustrations at- 
tract the largest reader audiences, yet 
from the samples analyzed they are 
used much less frequently than all- 
type or line drawing ads.. Other meth- 
ods of stepping up readership, such as 
use of identified personalities, are dis- 
cussed and production questions such 
as the advisability of using reverse 
plates are answered. 


Correspondence Improvement 
... A study of better-letters programs 
and techniques, based on a question- 
naire survey of nearly 2,000 business 
concerns, including 206 banks. Trends 


discussed include the use of key indi- 
viduals to supervise the company’s 
correspondence, the establishment of 
centralized - correspondence. depart- 
ments, use of outside agencies specializ- 
ing in correspondence improvement 
services, adoption of on-the-job and 
instruction class training programs, 
selective up-grading of correspondence 
through testing and educational re- 
quirements, and use of carefully- 
developed form letters and paragraphs. 


Auto Banking. . . Two illustrated 
and informative folders for banks con- 
sidering the installation of facilities for 
serving motorist customers. One por- 
trays different architecttral designs for 
drive-in windows, gives construction 
details, and lists advantages. The 
second folder describes an alternative 
arrangement, the curb teller, which 
some banks have adopted where space 
is not available for drive-in windows 
or parking facilities. A diagrammatic 
sketch ‘shows the unique operation of 
this type of equipment. 


The Specter of 1953... A report 
prepared by responsible businessmen 
deeply concerned about the economic 
future of the Western World. It dis- 


How to produce better than average readership 


A study by the American Newspaper Publishers Association 
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These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











cusses the “unprecedented and bold 
piece of economic statesmanship”’ that 
came into being in April, 1948, with 
the establishment of the Economic 
Co-operation Administration, and 
warns the European nations included 
in the Organization for European 
Economic Co-operation of their funda- 
mental obligation to execute a joint 
recovery program prior to 1953, when 
basic agreements must supplant tempo- 
rary expedients. 


Dividend Longevity. . . A memo- 
randum providing common stock list- 
ings arranged so that selections can be 
made on a basis that would provide 
dividend checks being received each 
month during the year. The list 
should prove helpful to bank officials 
in answering inquiries received from 
depositors. It includes the names of 
companies that have paid dividends 
on their common stock uninterruptedly 
for the past 25 to 136 years, thus assur- 
ing the investor some stability on 
dividend payment. 


Finance Company Ratios... 
Significant trends of installment sales 
finance companies and personal loan 
companies are discussed by the officer 
of a large Chicago bank that has had 
extensive experience in advancing 
credit to such lending agencies. His 
comments are based on an analysis of 
various percentage ratios, representing 
the composite year-end figures of 
finance companies of various sizes. 
These ratios are reproduced in tabular 
form in the booklet. 


Multistory or Single Story ... 
For their industrial customers who 
may be considering expansion pro- 
grams, bank officers may find it helpful 
to direct attention to this unprejudiced 
study of the relative advantages and 
disadvantages of single story or multi- 
story factory buildings. Covered are 
such factors as total usable area, cost 
of building, cost of land, and costs per 
square foot. 
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Vou'll be surprised at these figures ! 


®@ 80 million Americans own $48 billion of 
U. S. Savings Bonds. 


@ 20,000 of the nation’s 38,000 firms 
employing 100 or more persons are oper- 
ating Payroll Savings Plans. 


@ 7,500,000 workers are buying an indi- 
vidual average of $20 of Bonds per month. 


@ For the year 1948, sales of Series E Bonds 
exceeded redemptions by $495,148,000. 
The net figure for all Series after redemp- 
tions and maturities was $2,151,140,000. 


What does all this mean to you? Well, 
it means first of all that your Treasury 
Department is successful in its program 
of increasing the nation’s economic 
security by spreading the national debt. 
Secondly it means that most of the nation’s 
business leaders recognize the value of 
the Payroll Savings Plan sufficiently to 
promote it within their companies. 





For example... 


To give you some idea of the Plan’s 
growing popularity: 86,384 employees of 


a prominent electrical manufacturing com- | 


pany were investing in Bonds at the rate 
of $30,005,270 as of the end of 1948. This 
is a gain of nearly 100% over 1947, when 
45,000 employees participated in that com- 
pany. The treasurer of a well-known shoe 
company reported that, of his concern’s 
19,060 employees, 9,240 were in the Plan 
and had invested $146,807.32 in Bonds 
via deductions during the preceding month. 


Why promote it? 
We all know how buying Bonds builds 


an individual’s future security. But there 
are company benefits too! Nation-wide 
experience shows that Payroll Savings 
increases each participating employee's 
peace of mind—makes him a more con- 
tented, more productive worker. It re- 
duces absenteeism, lowers accident rates, 
increases output, and improves employee- 
employer relations. 


It’s easy to boost participation 


I. See that a top management man spon- 
sors the Plan. 


2. Secure the help of the employee 


organizations in promoting it. 


3. Adequately use posters and leaflets 

and run stories and editorials in company 
ublications to inform employees of the 
lan’s benefits to them. 


4. Make a person-to-person canvass, 
once a year, to sign up participants. 


These first four steps should win you 
40-60% participation. Normal employee 
turnover necessitates one more step: 


5. Urge each new employee, at the time 
he is hired, to sign up. 


Nation-wide experience indicates that 
50% of your employees can be persuaded 
to join—without high-pressure selling. 
All the help you need is available from 

our State pel U. S. Treasury 
Slserenent, Savings Bond Division. 


The Treasury Department acknowledges with appreciation the publication of this message by 


BURROUGHS CLEARING HOUSE 


This is an official U. S. Treasury advertisement prepared under the auspices of the Treasury Department and The Advertising Council. 


DETROIT 32, MICHIGAN 
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COURT DECISIONS 








By CHARLES R. ROSENBERG, Jr. 
Member of the Bar of Pennsylvania and of the 


Set-off Refused 


Not every debt owing to the bank 
by a depositor may be set off against 
his account, as recent Ohio case shows. 

There a man and wife bought a 
dwelling which they occupied as their 
home for a few months. Sometime 
after they moved out they made a loan 
from a bank for which they gave their 
note secured by a mortgage on their 
former home. Later they sold the 
property to a couple who assumed the 
mortgage and its liabilities. 

Subsequently by reason of defaults 
the bank foreclosed the mortgage and 
obtained a deficiency judgment against 
the original mortgagors and the pur- 
chasers who had assumed the mortgage. 

About seven years after the fore- 
closure the male mortgagor opened a 
commercial deposit account with the 
bank. Subsequently the bank set off 
the amount of the- deficiency judg- 
ment against the account. The de- 
positor then sued the bank for the 
amount of the set-off. He pleaded an 
Ohio statute which provided that a 
deficiency judgment obtained in a 
mortgage foreclosure could not be en- 
forced after an interval of two years 
against a person who had occupied the 
foreclosed dwetling as his home. In 
effect, this was a two years statute of 
limitation on the enforcement of such 
a judgment. 

The bank contended that this stat- 
ute did not apply because the mort- 
gagor was not occupying the house as 
his home when the mortgage was given 
and had not lived there at any time 
during the term of the mortgage. The 
trial court agreed with this contention 
and entered judgment in favor of the 
bank. 

On appeal the Supreme Court of 
Ohio also agreed that the mortgagor- 
depositor, not having occupied the 
property as his homestead at any time 
during the life of the mortgage, could 
not claim the protection of the statute 
on that ground. However, the pur- 
chasers who had assumed the mort- 
gage were clearly protected since they 
had lived in the mortgaged property 
up to the time of foreclosure. If the 
deficiency judgment were enforced 
against the original mortgagor by 
set-off, he would have the right to 
recover the money from the purchasers, 
and this would defeat the purpose of 


the statute so far as the purchasers 
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District of Columbia 


were concerned. Therefore, the court 


reasoned, the judgment could not be > 


enforced against the mortgagors or the 
purchasers after the expiration of the 
two-year period. 

Discussing the deficiency judgment 
and the relation of the mortgagors and 
the purchasers to that judgment, the 
Supreme Court of Ohio said: 

“The foreclosure judgment is one 
for money due on an indebtedness 
secured by mortgage, and it is the 
same indebtedness as to all the parties 
against whom the judgment was 
rendered, regardless of the fact that 
two of the parties signed the note 
which was secured by the mortgage 
and the other two assumed and agreed 
to pay the mortgage. The deficiency 
judgment is unenforceable for the rea- 
son that the statute is directed toward 
the judgment rather than the persons 
connected with it. 

“It is a well established rule that a 
set-off must be a subsisting right at the 
time it is utilized. It follows that if 
the deficiency judgment was not. en- 
forceable against the depositor by the 
bank at the time the bank took the 
money from his account to satisfy the 
judgment, the doctrine of set-off had 
no application.” 


Judgment against the bank. (Koc- 
sorak vs. Trust Company, 
85 Northeastern Reporter, Second 
Series, 96.) 
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Defenses to Note 


A married couple in the District of 
Columbia signed a contract for the 
installation of storm windows and at 
the same time a note to finance the 
contract. The contractor negotiated 
the note to a finance company, which 
ultimately sued the makers of the note. 

The main defense was that the 
finance company was not a holder in 
due course and was therefore subject to 
the further defense that the work for 
which the note was given had not been 
completed. The note was on a printed 
form and at the trial it was shown that 
when the maker signed it the blanks for 
the date, amount and number of in- 
stallments were not filled in. The con- 
tract for which the note was given 
provided that the work was not to be 
paid for until completed. 

When produced in the suit, the note 
itself showed that the amount, date, 
name of payee, due date and number of 
installments had been filled in. Ad- 
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CapITAL $10,000,000 


Knowledge you need 


When you have business in this area, use the 
complete knowledge of New England mar- 
kets and business conditions which this bank 
of “Outstanding Strength” has accumulated 
over more than 113 years of handling diffi- 
cult and unusual tasks for customers and cor- 


The National 
Shawmut Bank 


40 Water Street, Boston 
Member Federal Deposit Insurance Corporation 
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mittedly they had been filled in by 
someone after the makers had signed 


the note. The finance company’s 
manager testified that the handwriting 


-in the note had not been done in his 


office. When he was asked who had 
figured the finance charges as embodied 
in the note the question was objected 
to and the objection was sustained. 
Judgment was given against the 
makers, who appealed. 

The appeal court reversed this 
judgment and sent the case back for a 
new trial, taking the position that the 
makers had not been permitted to 
develop all the facts surrounding the 
transaction. The court said: 

“The finance company relied wholly 
upon its position that it was a holder 
in due course and hence that the note 
in its hands was not subject to the 
defense that the work for which it was 
given had not been completed. It was 
conceded that when signed by the 
makers the note was in blank, that is, 
that neither the date, amount, name 
of the payee, due date, or number and 
amount of the installments had been 
filled in. They were filled in later by 
someone, and the circumstances sur- 
rounding the filling iri of the blanks 
and the negotiation of the note to the 
finance company thus became impor- 
tant and had a direct bearing upon 
whether the finance company was a 
holder in due course. 

‘The endorsee of an instrument con- 
taining a blank as to any material part 
is not a holder in due course because 
under such circumstances the instru- 
ment when received is not complete 
and regular on its face. 

“The makers were not bound to 
accept the testimony of the finance 





company’s manager that the blanks 
were not filled in in his office; they had 
the right to cross-examine in order to 
test the accuracy of his statement. 
The sustaining of the objection to 
questions along that line cut off such 
cross-examination, and this constituted 
reversible error by the trial court. 
“The burden of proof was on the 
finance company to prove that it was 
a holder in due course. The makers 
had made at least a prima facie case 


that the title of the contractor was 


defective in that the contractor negoti- 
ated the note when the contract with 
the makers provided that the work 
was not to be paid for until completed. 
The negotiable instruments law pro- 
vides that the title of a person who 
negotiates an instrument is defective 
when he negotiates it ‘in breach of 
faith’ or under such circumstances as 
to amount toa fraud. This emphasizes 
the importance of permitting the 
parties to develop all the circumstances 
surrounding a transaction of this 
nature.” (Zier vs. Eastern Acceptance 
Corporation, 61 Atlantic Reporter, 
Second Series, 106.) 
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Check Kiting Scheme 


If a bank suffers a loss through the 
operation of a depositor’s agent in 
dealing with the account, is the deposi- 
tor liable to the bank? 

Not always, according to a recent 
Federal decision. 

In that case a telegraph company 
had an account in a Texas bank on 
which its local agent was authorized 
to draw checks. The agent deposited 
the telegraph receipts from day to day 
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IMPERIAL BANK OF CANADA 


This bank provides financial facilities for producers and 
manufacturers and through its branches and agencies 


COMPLETE BANKING SERVICE 


We invite inquiries from United States business firms 
and individuals—these will receive prompt attention and 
should be addressed to any of our branches or to: 


Superintendent of Foreign Business. 


IMPERIAL BANK OF CANADA 


TORONTO, CANADA 
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and periodically drew checks to remit 
the money to the central office. 

It took about five or six days for the 
telegraph company to clear these 
checks through banking channels for 
presentment to the drawee bank. In 
one year a large number of these 
checks for substantial amounts were 
presented when the balance was practi- 
cally nominal. The drawee bank im- 
mediately notified the company’s 
agent, who would cover the checks 
sometimes by cash and sometimes by 
the checks of a business associate 
drawn on a bank a few miles away. 
Several days were required to clear 
these through banking channels, al- 
though the bank wasin a near-by town. 

Many of the checks of the business 
associate were worthless, and it was 
the practice of the drawee bank to 
notify the telegraph company’s agent 
by wire. A few of these telegrams were 
suppressed by the agent. 

This check kiting went on for about 
a year during which the drawee bank 
paid telegraph company checks drawn 
by the agent until overdrafts amount- 
ing to $19,373.04 had accumulated. 
The telegraph company had no knowl- 
edge of what was going on and received 
no word from the bank until the claim 
for the overdrafts was presented. The 
company then petitioned the Federal 
court for a declaratory judgment to 
the effect that it was not liable to the 
bank. In this action the bank filed a 
counterclaim for the overdrafts. 

Ruling against the bank, the Federal 
court said: 

“But for the inexcusable conduct of 
the bank in permitting, if not encourag- 
ing and in part inducing, the system of 
continuous kiting of checks which went 
on for so long, no substantial loss could 
have occurred. Had the bank acted in 
good faith, had it exercised the slightest 
diligence, it would have put a stop at 
once to the remarkable goings on, and 
at once notified the company of them. 
Had it done so the wrong doing would 
have been stopped in its beginnings, 
and no loss would have occurred. 

“It is true that a principal will ordi- 
narily be held liable for the acts of an 
agent acting within the scope or 
apparent scope of his authority when 
these acts cause loss to innocent per- 
sons. It is equally true, though, that 
where one acting for another not in, 
but contrary to, the interest of his 
principal causes a loss, the principal 
will not be held accountable for it to 
one who aided and abetted, was dere- 
lict in his own duty, negligent, in 
respect to the wrong doing, or, by his 
silence when he should have spoken, 
prevented the principal from ascer- 
taining it in time to prevent the loss.” 

Judgment against the bank. (—__— 
vs. Western Union 
Telegraph Company, 172 Federal Re- 
porter, Second Series, 950.) 
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KNOW YOUR BANK WERK 


to have open house on Monday eve- 
ning, June 6, from seven to nine o’clock. 
The theme for the past ten days has 


(CONTINUED FROM PAGE 23) 
newspapers throughout the state. 
Governor Duff issued a statement on 
Know Your Bank Week, praising the 
important part the banks have played 
in the development of Pennsylvania’s 
industry and economy. 

Mayors of many cities and towns 
throughout the state, led by the chief 
executives of Philadelphia and Pitts- 
burgh, issued proclamations designat- 
ing the week of June 6 as Know Your 
Bank Week. 

The flexibility of the basic plan was 
shown in the variety of arrangements 
for open house made by different 
banks. Many banks received visitors 
during business hours throughout the 
week. Some designated Friday as open 
house day; this was done in communi- 
ties where Friday is not a particularly 
heavy day. A plan favored by a 
number of banks was to have open 
house after business hours on a speci- 
fied day. In Philadelphia, for example, 
Land Titl Bank & Trust Company 
had open house from 3 p.m. to 7 p.m. 
on Tuesday. A buffet supper was 
served to visitors in the lobby. 

The banks of Erie, Pennsylvania, 
were among those following the open 
house plan. Groups being taken 
through the Security-Peoples Trust 
Company, The First National Bank of 
Erie and The Union Bank are shown 
on pages 21, 22, and below. An excellent 
outline of a well-organized open house 
procedure was set forth in a detailed 
memorandum issued to its employees 
by The Union Bank, reproduced here 
only in part: 

“During ‘Know Your Bank Week’ 
June;.6 to.11, The Union Bank plans 


‘See What Makes Your Bank 
Tick’. The lobby has been placarded 
with several of the Pennsylvania 
Bankers Association announcement 
bulletins, and we also have your own 
cards in which we stress ‘See What 
Makes Your Bank Tick’ and ‘See 
Your Bank In Operation.’ 

**All directors and officers and about 
60 per cent of the employees will be on 
hand to take visitors on tour through 
the bank. 

“There will be several bouquets of 
flowers in the lobby and all male 
employees will wear boutonnieres, 
and the ladies will have corsages, along 
with name plates to identify them. 

“After the open house on Monday 
evening, June 6, refreshments will be 
served to the directors, officers and 
employees.” 

The “package campaign” of the 
association was supplemented by vari- 
ous banks in ingenious and effective 
ways. In Philadelphia, full-page news- 
paper advertising ran over the names 
of thirty-six banks. Ten leading 
Pittsburgh banks followed a similar 
plan. Co-operative advertising of 
Know Your Bank Week appeared 
elsewhere, too. 

In Pittsburgh a team of speakers 
gave talks to twelve service clubs dur- 
ing the week. Talks to service clubs 
and civic groups were featured in 
many localities. 

Radio proved most effective. Peoples 
First National Bank & Trust Company 
of Pittsburgh broadcast spot announce- 
ments of open house at frequent inter- 


been 


vals. This was in addition to the 
mailing 30,000 invitations to custom- 
ers and others and sending letters to 
officers and employees inviting them 
to bring their families and friends. 
The banks of Scranton, through 
their local clearing house association, 
inaugurated an all-out civic campaign, 
using every medium of advertising 
and communication available. . First 
the mayor issued a_ proclamation 
declaring the week as “Know Your 
Bank Week,” which was played up 
prominently in the local paper with 
pictures. This was followed by con- 
centrated newspaper and radio adver- 
tisements, along with’ lobby displays. 
The First National Bank of Scranton 
assigned two hostesses to act as recep- 
tionists throughout the week, welcom- 
ing people and answering inquiries. 


THE banks at Reading all carried ad- 

vertisements in the local papers and 
displayed posters in the lobbies. Inci- 
dentally, Vice-president T. L.. Cuyler 
of Berks County Trust Co. in Reading 
has been active in promoting a year- 
round “know your bank” program. 
The explanatory film, “Back of Every 
Promise,” prepared and released by 
Continental Illinois National Bank 
and Trust Company of Chicago, has 
been shown by the Berks County 
Trust Co. to nearly 1,000 local resi- 
dents and students. In short intro- 
ductory talks it has been pointed out 
that the banking services depicted in 
the film are available at all the local 
banks. Two of the bank’s officers 
have conducted classes at Albright 
College in Reading, and guided tours 
of Berks County Trust Co. are arranged 


Know Your Bank Week was so successful that it may become an annual event 


Open house at the First National Bank of Erie 
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President D. P. HORSEY, right, explaining ““Bank Week” 
at the First National Bank, Conshohocken 
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throughout the year for various groups. 

Motion picture and television 
aroused public interest in Lancaster, 
Pennsylvania. A film on banking was 
shown in the auditorium of the local 
high school, then to four civic clubs 
and also on television. This, of course, 
made news in the local newspapers. In 
addition, a local columnist devoted a 
column to Know Your Bank Week 
and the work of the five city and 
thirty-three county banks in Lan- 
caster. The column was based on an 
interview with William E. Alexander, 
president of the Lancaster Clearing 
House. 


(CONTINUED FROM PAGE 27) 


training and personal qualifications. 

Investigation Forms of bonding com- 
panies and other sources, and the copy 
of the initial (and any subsequent) 
health report. 

The Employment Forms signed by 
the applicant, plus his receipt for the 
Staff Handbook of Personnel Policies 
and Practices, and a copy of the 
catalogue of the Bank Library. 

The Payroll Authorization Forms, 


Probably it will never be possible to 
obtain an accurate estimate of the 
thousands who trooped through the 
banks of the state during Know Your 
Bank Week. Unquestionably they 
know their banks better than ever 
before. What is perhaps more im- 
portant, they know their bankers 
better too. In a memorandum issued 
by the Allentown Clearing House 
Association outlining plans for the 
week, there appears this significant 
sentence: “All the banks will be pro- 
moting the idea through their personal 
contacts with the public.” Know 
Your Bank Week has done much to 


* Sd 7 


PERSONNEL RECORDS 


for initial amounts and subsequent 
changes. 

Suggestion System Contributions, 
identified by number, and awards 
noted. 

Periodic Performance Evaluation Re- 
ports. This form has been developed 
in conjunction with plans for a complete 
change in our method of evaluating 
staff members. Previously, the im- 
mediate supervisor summarized the 
work of the individual at the termina- 
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break down the old-fashioned but 
lingering impression that bankers are 
cold, machine-like individuals. Cus- 
tomers and others who responded to 
the open house invitation and shook 
hands with officers and employees now 
know that their bankers are friendly 
_and human, ready to help, eager to 
serve. 

Know Your Bank Week has de- 
livered such a splendid public relations 
result for Pennsylvania banks that 
already there is a clamor to make it 
an annual event. Surely once a year 
isn’t too often for banks and people to 
get together for “open house.” 


tion of the probationary period and at 
irregular intervals thereafter. Many 
times this was subjective and too per- 
sonal; some light incident might tend 
to result in an unsatisfactory-rating. 

We have now changed to an evalu- 
ation by a supervisor or department 
head at regular intervals, with staff 
performance reviewed periodically by 
heterogeneous groups whose composi- 
tion is such as to allow comparison 
among individuals occupying positions 
having similar duties and responsibili- 
ties. For this purpose the staff has 
been divided into six groups; for ex- 
ample, the November-December group 
consists of secretaries, stenographers 
and typists, while the July-August 
group is made up of bookkeepers, 
senior and junior examiners, and cleri- 
cal help. 

This plan, rather than the more cus- 
tomary “anniversary date’ review of 
performance, was placed in effect in 
October, 1948, and has been found to 
be very satisfactory to the manage- 
ment and the staff as it assures more 
individualized consideration. The size 
of each group is limited to 40 persons 
during each review session. 


THE performance evaluation sheet 

was developed along with this new 
program. The supervisor completes 
the report and signs it, and it is then 
reviewed and signed by the department 
head. The person being rated may 
discuss the report with this supervisor 
or department head at any time, or the 
supervisor may initiate a conference 
for this purpose. When indicated, the 
director of personnel arranges a con- 
ference with the staff member, the 
supervisor, or both, to review the 
report. 

The above forms, all multilithed, .are 
filed in one convenient jacket indi- 
vidually labeled. They are supple- 
mented by the following additional 
records which are housed in a single 
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visible pocket: Personal History Record 
for quick reference on individual’s 
background, Employment History Rec- 
ord for continuing information, Confi- 
dential Record of Interviews with staff 
member, Attendance and Vacation Rec- 
ord, Record of Specialized Educational 
Courses taken since employment, Bank- 
ing Personnel Transfer Record, and 
Performance Review Score Record. 

Since the latter group of seven rec- 
ords were designed in visible form 
requiring the use of special filing equip- 
ment, the designs for these record forms 
were submitted to a commercial sup- 
plier of banking systems and devices. 
The supplier, while preparing the sys- 
tem for our use, was granted permis- 
sion to convert the items into standard 
supply material for use by all banks, 
both savings and commercial. The 
records are now available for general 
distribution through the forms division 
of the offices of Remington-Rand 
Company. 


AS a source for current consultation, 

the system was centralized with suc- 
cess; as a reference for future filing, the 
system is compact to the ’nth degree. 
It is far superior to the previously used 
decentralized system. 

When Sally now approaches the 
personnel department for a conversa- 
tion on her standing in the organiza- 
tion, as well as her chances for promo- 
tion or extra curricular training, the 
whole history of her career at the bank 
may be seen by a rapid glance at the 
assembled papers and records. 

Judgment and decisions will be based 
on the original basic facts and her his- 
tory with us. This continuing history 
is compiled with care; it includes com- 
ments or recommendations from execu- 
tives and junior supervisors who co- 
operate in preparing the all-important 
material for the performance evalua- 
tion reports and who are aware of their 
responsibility; and they deliberate in 
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SPREADING 


(CONTINUED FROM PAGE 32) 


to stimulate further improvement in 
annual reports to stockholders,” said 
the president of The Michigan Associ- 
ation of Certified Public Accountants. 

“You have made a real contribution 
to the industrial life of the State of 
Michigan,” wrote the vice-president 
of a motor wheel corporation. 

“A couple of years ago when the 
idea was broached it didn’t seem bad 
at all but I had not a 5 per cent notion 
of how good it was,” wrote a corpora- 
tion attorney. “It is hard for me to 
imagine how publicity time and money 
could have been better spent.” 
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joint conference before recording their 
findings. 

On innumerable occasions the rec- 
ords will assist our comptroller’s de- 
partment in carrying out various 
phases of its internal auditing program, 
such as rotation of tellers, seeing that 
all vacations are completed in the year 
in which earned, and reviewing and 
verifying all payroll and _ personnel 
expense items. 

The demands made upon personnel 
departments for reliable and complete 
histories of individual staff members is 
increasingly burdensome. Today they 
are called upon by government and 
other agencies to give a variety of data 
on former staff members and present 
applicants; they receive repeated re- 
quests of a similar nature from schools; 
they are asked for material of a 
specialized and general nature by 
prospective employers of former staff 
members; they are asked, by a succes- 
sive chain of supervisors for details 
concerning the previous education, 
training and performance in assign- 
ments when a staff member is being 
considered for other work. Records 
provide the only reliable and fair 
answer as the years pass, and as 
changes occur in the functions or staff- 
ing of the personnel department. 

Once upon a time in the history of 
banking —and remembered even today 
by many bankers—a credit file was 
considered unnecessary for banks. Offi- 
cials believed they could carry credit 
information on the cuff or in their 
heads. Time was to prove this in- 
formal habit was inefficient and time 
wasting; inevitably reliable systems 
developed for the recording and main- 
tenance of facts. Credit files serve 
today as dual protection, for the bor- 
rower and the lender. Similarly it is 
advisable to have personnel records 
give a true and reliable picture of 
the staff members throughout their 
tenures of service. 
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THE FACTS 


The ultimate test of the success of 
the program is the extent to which it 
reaches out to the workers and to the 
voters. While we have not endeavored 
to keep complete figures, we do know 
that there are several hundred thou- 
sand more employees receiving com- 
pany reports today than when our 
program was started. General Motors 
Corporation issues a special report for 
employees, as do many smaller com- 
panies. Combination reports are issued 
by Michigan Bell Telephone, The 
Murray Corporation, Federal Mogul, 
Burroughs and many others. 

Beyond this, the success of our 


efforts gave the program an unexpected 
turn some six or seven months ago. 
At that time, various women’s groups 
made it known to us that they wanted 
to participate, maintaining that they 
had a_real interest in learning more 
about the financial aspects of business. 

At first we considered inviting a 
number of them to the regular award 
dinners, but dropped the idea in favor 
of a special women’s luncheon. This 
would give us an opportunity to do 
two things: 1. To plan a luncheon 
program especially for women. 2. To 
gauge the actual interest of women in 
what we were trying to do. 
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For our invitation list we selected 
the names of presidents, or other 
officers, of women’s clubs. This repre- 


sented a key group. If these officers 
were actually interested they would be 
able to introduce the program to their 
own memberships. 

We were very agreeably surprised 
at the high rate of acceptances. Where 
we had estimated that this would run 
about 50 per cent, it actually ran 
nearly 70 per cent. At the luncheon, 
which was held in mid-May, 260 
women were present, representing 200 
women’s clubs. 


WE were again surprised when we 

carried our “interest test” a step 
farther at the luncheon. We asked the 
women to fill out a questionnaire. The 
favorable response was greater than 
we had anticipated. Here are the 
questions and the results: 

Are you personally interested in 
learning more about our economic sys- 
tem? 99 per cent said yes; 1 per 
cent, no. 

Would you like to attend a series of 
meetings where business subjects are 
discussed? 99 per cent, yes; 1 per 
cent, no. 

Is your club interested, or can it be 
interested in having speakers on busi- 
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ness subjects? 86 per cent, yes; 14 
per cent, no. 

Would motion pictures on business 
subjects interest your club? 75 per 
cent, yes; 25 per cent, no. 

At this meeting, also, we stuck close 
to the broad purpose of our program. 
We outlined it as carefully to the 
women as we had to the men in our 
annual award banquets. Our speaker 
was Dr. Millard C. Faught, noted 
writer and lecturer on economic and 
social science subjects. 

When someone tries to abridge our 
freedom of speech or to limit our reli- 
gious freedoms even slightly, Dr. 
Faught told the women’s group, we are 
up in arms immediately. Yet, he said, 
our basic economic freedoms are being 
abridged every day. We have lost 
our economic vigilance. If our free 
system of private enterprise which 
provides all of our other freedoms is 
removed, he said, the whole system will 
crack up. 

By actual survey, he pointed out, 
the general public has the notion that 
corporate profits average 25 per cent 
or better. People seem to think that 
10. or even 15 per cent would be a 
“fair” share of income to go to profits. 
Actually, he said, corporate profits 
even in the halcyon days of 1929 
barely got above 6 per cent average 
and corporations as a whole would 
have been glad to settle for a nice fat 
five cents on the dollar average for the 
20 years between then and now. 

He stated his opinion that the 
organized women’s groups could do 
more about correcting this dangerous 
situation than any other group or 
force in our society. They have a 
particularly high stake in bringing 
about a better understanding of our 
profit system, he said, because they 
own more than 70 per cent of all the 
stocks, bonds and other corporate 
wealth. 

Dr. Faught stated if he were presi- 
dent of a woman’s club, he would set 
up a committee and charge it with 
making a comprehensive social and 
economic study of Hometown. He 
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DUPLICATE 


(CONTINUED FROM PAGE 29) 
majority of instances there has been 
complete disclosure of amounts. How- 
ever, any bank or finance company 
may decline to reveal facts and figures 
in regard to loans if for some reason 
they so desire. 

It is standard operating procedure 
at our bank that the first call made in 
any credit check-up is to the Lenders 
Exchange. This immediately discloses 





would learn how the town justified its 
existence, where its economic means 
come from. He would interview em- 
ployers, labor leaders, business group 
leaders until he had the facts. He 
would study the town government 
structure, its educational system, its 
welfare, religious and cultural groups 
and particularly its children’s groups. 
He would publicize the results and put 
on the biggest adult education program 
that ever hit town. 

The results of the meeting at which 
Dr. Faught talked seemed so conclu- 
sive to us that we are already planning 
the next phase of this part of our pro- 
gram. What we have in mind for this, 
if the interest continues, is a series of 
three educational meetings to cover 
the three subjects of annual reports, 
the profit motive and why business has 
become big. These will be for the 
same key group and are not planned 
as luncheon meetings. 

In the meantime, we are making a 
series of monthly mailings to the group. 
The first of these was a copy of “The 
Briggs Assembler,” the Briggs Com- 
pany’s employee publication contain- 
ing a review of the company’s annual 
report. The second will be the General 
Motors report to employees. We have 
also supplied the group with a list of 
speakers available for their own meet- 
ings. ‘ 


[N conclusion, I think I might say a 

word about the cost and the work 
involved in a program such as ours. 
It is not great, compared to the results 
that are to be achieved. 

The Detroit Trust Company, like 
any other bank or business, has a deep 
interest in the individual enterprise 
system. One of our major functions in 
serving the beneficiaries of the trusts 
we administer is to invest the funds 
we hold to yield the maximum income 
consistent with safety of principal. 
As we see it, ovr capacity to perform 
this important function rests squarely 
on the preservation of our system and 
the right of efficiently operated busi- 
ness to make a reasonable profit. 


° ° 


BORROWING 


where the applicant has current loans, 
and in many cases it is possible to 
approve the credit without contacting 
the Retail Credit Bureau at all, since 
the information obtained is complete 
enough to assure competent credit 
analysis. It is not our policy to limit 
the number of lending institution to 
which an individual may be indebted, 
nor is there any maximum amount set 
with regard to total loans, but we 
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merely endeavor to have a complete 
picture of the existing financial obliga- 
tions of each applicant. 

The expenses in connection with the 
Lenders Exchange have been very low 
in comparison with the benefits de- 


rived. We were able to install our 
central files in a local office and the 
office manager handles the work in- 
volved for a flat charge of $80 a 
month. In addition, the Exchange 
pays the telephone calls as well as all 
other sundry expenses. When the 
total cost is prorated among the 
participating institutions it can be seen 
that the expense involved is likely to 
be less than the cost of reports through 
the Retail Credit Bureau, which will 
no longer be necessary in many cases. 
This has been the experience of all 
Exchange members. _ While the cost 
of the arrangement we have may be 


(CONTINUED FROM PAGE 33) 

You are now M’sieu Pierre Dieskau, 
from Oberdeen, Switzerland, and a 
ski meister.” 

‘Aberdeen is in Scotland,” corrected 
Mr. McTavish with a warning tartness. 

“My ‘Oberdeen’, Mr. McTavish, 
starts with an Irish ‘O’.” , 

“Hm’f, well, no harm to have a 
little Scotch mist in the plan, I sup- 
pose.” 

“And Honkless’ ski project will 
now be known as “The Sandberg’.”’ 

“Sandberg?” asked Mr. Spearhawk 
nervously. 

“This is going to be a summer as 
well as a winter ski layout. Folks are 
so cuckoo over skiing I’m going to 
popularize that half mile sand slide 
beside the tale mine. It’s steeper than 
the side of a barn and slippery as a 
hound’s eye because there is a lot of 
talc dust from the mine mixed in it. 
Skis should slip fine on it. I mean to 
have Mr. Spearhawk, as our ski 
meister, talk it up to the customer 
Honkless has got coming.” 

“T shan’t go down it,” uttered Mr. 
Spearhawk with fire in his eye. 

“You won’t have to. I’m going to, 
and on a pair of skis.” 

“Clutchbill, you will kill yourself,” 
objected President Perkins. 

“This project has got to be shown 
off and sold,”’ insisted the old director. 
“That hill will soon buzz ‘snow bun- 
nies’ —I mean ‘sand bunnies’.”’ 

“You mean sand _ fleas,” 
Mr. Spearhawk in disgust. 

“The flea business is for you,” re- 
turned Mr. Clutchbill. ‘‘You’ve got 
to bite that coming customer, and I’m 
going to rig you up real pretty for 
the job.” 


uttered 
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unusually low, it would seem that 
with a little thought it- should be 
possible to establish comparable oper- 
ations elsewhere very reasonably also. 

As a matter of fact, our plan has 
attracted attention beyond the local 
area, and a similar program has been 
launched in Butler, Pennsylvania. 
Representatives of banks in Oil City 
and Franklin, Pennsylvania, as well 
as of several of the banks in Erie, 
have been here to discuss the operation. 
Should it be adopted in these areas 
the entire Northwestern section of 
Pennsylvania would have duplicate 
borrowing coverage. 

The interest aroused seems to indi- 
cate a trend in bank thinking, brought 
about by economic developments. That 
such a program is worth considering 
is emphasized by the fact that in June, 
1948, when our Lenders Exchange was 
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MR. CLUTCUBILL 


On the following Wednesday morn- 
ing a strange apparition stood on Mr. 


Spearhawk’s veranda. Within the 
camouflage stood Mr. Spearhawk, 
himself. Director Clutchbill was nar- 


rowly looking him over, plucking at 
the uniform here and there with a 
critical hand. On Mr. Spearhawk’s 
head was a small Tyrolean pale green 
homberg with two purple drooping 
feathers in the rear, it being a souvenir 
Mr. Spearhawk’s cousin, Amelia, had 
fetched back from Switzerland in 1890. 
On Mr. Spearhawk’s spare frame was a 
turkey-red shirt, crossed with broad 
white suspenders having little pink 
reindeer embroidered on them. As 
an underbody rig, M. Pierre Dieskau 
(nee Spearhawk) had on a pair of old- 
fashioned golf breeches from the attic, 
then white tennis sneakers. On his 
face he wore two wild blue eyes and a 
mass of wrinkles, seemingly from the 
snow-glare of the Matterhorn. 

““You’re certainly a great drawing 
card,” praised Mr. Clutchbill. 

Mr. Spearhawk folded his chin up 
under his nose, and glared. 

‘“‘Remember the lecture I taught you 
to spill on the customer. Think we’ve 
sanded these skis smooth enough?” 
asked the old director picking up one 
of the long slats from the veranda. 

“I wouldn’t wonder,” nodded Mr. 
Spearhawk, with a light in his eye as 
he visualized Mr. Clutchbill’s coming 
descent. 

“Well, come on, then. We better 
get in touch with Honkless’ customer.” 

Mr. Spearhawk lashed the skis 
behind the front fender of his old 
black sedan, giving it the true alpine 
look of most cars in the Ferndale 
Valley. Both men climbed in and 


established, no less than 17.9 per cent 
of our customers were duplicate bor- 
rowers. Moreover, this was before 
the present wave of layoffs, furloughs, 
and other employment adjustments. 

As the income of the individual bor- 
rower is curtailed, there is a temptation 
to supplant this lack of purchasing 
power through additional borrowing, 
and the tendency to omit existing 
obligations from the loan application. 

For this reason we believe that our 
duplicate borrowing plan was organ- 
ized at a very opportune time. It 
has been our experience that in no 
way are any confidences betrayed nor 
have there been any ill effects result- 
ing from the practice, and it is our 
sincere belief that each local grantor 
of credit is in a much better position to 
make loans intelligently and to serve 
the borrowing public. 


rattled down the river road to the 
mouth of a side glen known as Mink 
Valley. After turning in, they occa- 
sionally passed an abandoned farm 
cottage, its face raised with startling 
Swiss chalet colors of red, orange and 
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black. The road crept up steeper 
pitches until a strange landmark came 
in sight; the old talc mine with its 
rusted cables rising dizzily up a cliff 
to the tiny black hole of the mine. 
To the right the golden sweep of a vast 
sand slide pitched recklessly down to 
the valley road. 

“If you come down that right side 
up, you’re some monkey,” stated 
Mr. Spearhawk twisting the steering 
wheel on the sharp bends. 

“It’s nothing,” sniffed Mr. Clutch- 
bill. “I can sit down and rest once in 
a while.” 

“I’d put on one of the skis side- 
ways,” suggested Mr. Spearhawk. 

“There’s someone there at the tool 
house —I mean warming chalet,” an- 
nounced Mr. Clutchbill peering ahead. 


ig was Honkless McGee and his cus- 

tomer, a man with cold, calculating 
codfish eyes in a grim face that gave 
him the conquering air of big business, 
win or lose. Both men stared at 
M. Pierre Dieskau in his alpine bonnet, 
and then at Mr. Clutchbill bearing his 
skis and two setting poles. Honkless 
McGee, after an astonished look at 
Pierre, glanced up into the sky as 
though looking for the hole where a 
diamond had fallen out. Honkless’ 
customer kept staring with a poker 
face in the manner of a man who is 
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modern banking quarters! 


No matter what size your bank is, where it 
is located, or the kind of banking you do, 
you'll operate more efficiently in modern 
quarters. This is especially true if your bank 
is designed by bank specialists. Ours is the 
largest organization of bank designers, build- 
ers and equippers. We have handled al- 
most 2,000 projects in 37 years... over 


Bawk build 
Pek ‘ulin 
Caupmemt Corp oration 


64 


Printed in U. 8. America 7-49 














scent-eating. 

“‘What’s the skis for here in sum- 
mer?” opened up Honkless in a curi- 
ous little purr. 

“I’m trying out this layout for an 
all-year ski center,” announced Mr. 


Clutchbill with a sharp, quick tongue. - 


“Is the chair-lift operating?” 

“How many’s going up?” asked 
Honkless with a worried glance at the 
rusty cables overhead. 

“Just me. I want to try out the 
big sand slide for skis,”’ explained the 
old director. 

Both Honkless and his customer 
turned toward the hillside with a new 
look in their eyes. 

“The cable car is all ready to get 
into,” said Honkless. “She'll take 
you up. The other car at the top is 
weighted with stone to come down 
with a one-man lift.” 

Mr. Clutchbill put his skis into the 
six-passenger box hanging from the 
cables, then climbed in. 

“If this thing works out,” said Mr. 
Clutchbill leaning out of the car, “I 
want to make sure your price on the 
entire valley, chair-lift and all ski 
lodges is $50,000.” 

Honkless opened his mouth. A sly 
jerk came on his coattail. It was 
manipulated by the plump hand of the 
codfish-eyed customer from the city. 

“IT guess we can come to terms,” 
piped Honkless in a non-committal 
peep. 

*“Remember, sir,”’ squalled M. Pierre 
Dieskau in his best Swiss accent to 
Mr. Clutchbill, ““keep one’s balance in 
the middle of the skis.” 

“Pull the pin!” ordered the old 
director. 

Honkless twisted out an iron pin 
from its coupling, and, in a professional 
squeal from the rusty cables, Mr. 
Clutchbill’s car went sailing toward 
the lofty horizon. 

M. Pierre Dieskau watched the 
ascent with a professional eye, then, 
according to instructions, sidled up 
to Honkless. 

“Just between us, personally, would 
you take $50,000, cash?’”’ he muttered. 

Honkless’ hat twitched slightly back 
on his head, for a plump hand from 
behind had jerked his coattail with a 
warning tug. 

“We'll see . . . we'll see,’ purred 
Honkless blandly. 

At last the companion mine car 
trundled down beside them and stopped 
with a dusty bang. High up at the 
mine hole Mr. Clutchbill, no bigger 
than an ant, was seen to get out, and 
work along the edge to the sand slide. 
The three men below stared at him 
with held breath and open mouths as 
the old director put on his skis, cleared 
his setting poles, poised, waved a pole 
as a salute, then pitched downward. 
A golden smoke began to plume up 
behind him. 





Suddenly he pitched over an abrupt 
sand shoulder, struggled frantically 
with waving poles and sat down in a 
blizzard of sand spray, blocking him 
from sight. 

“He’s up... he’s up!” yelled M. 
Pierre Dieskau squatting and rising in 
excitement. 

“By the ring-tailed coon of Turkey 
Holler, he is!” squealed Honkless 
McGee out of a dry throat. 

Honkless’ customer hastily bit off 
the end of a cold cigar, put the other 
end in his mouth, and stared at the 
flying, and now upright, speck on the 
sand slide. 

M. Pierre Dieskau glanced excitedly 
at Honkless, then, according to in- 
structions, poked him on the elbow. 
“Would you take $60,000, cash?” 

Honkless’ hat twitched over his 
eyes; a powerful hand had almost de- 
shirted him. 

Mr. Clutchbill was riding like a 
swallow now. On the last slope he 
gaily waved aloft one of his poles in 
final victory. ; 

“St. Picot! What a splendid run! 
She’s, what you say, a lulu!” M. 
Pierre, the ski meister, started off with 
waving homberg feathers for the foot 
of the sand slide, followed by Honkless 
and his customer tight on his heels. 


R. Clutchbill was down. He was 
dusting the sand out of his ears 
when the three men came up. 

“It’s a beauty!” he gasped. ‘“‘Honk- 
less, come here, I want to talk to you.” 

Honkless moved cautiously closer. 

“Would you take $55,000?” asked 
the old director in a persuasive voice. 

Honkless closed his mouth with slow 
care as though getting into a new set 
of false teeth. 

“Tl give $60,000,” grated the city 
customer, his codfish eyes now lit up 
like 100-watt Mazdas. 

“Mine, Honkless, is cash .. . real 
greenbacks,”’ hissed Mr. Clutchbill. 

“Here! Look at these!” The city 
customer thumped Honkless on the 
back. 

Three $20,000 bank drafts on New 
York had slid under Honkless’ eyes. 

“Well,” said Mr. Clutchbill sadly, 
“T congratulate you, sir.” 

“T shall bank ’em with you,” com- 
forted Honkless turning tenderly to 
Mr. Clutchbill. 

“Thanks, Honkless,” and then to 
M. Pierre Dieskau, “Come, M’sieu’, I 
guess we’ve lost, and it’s all over.” 

A few moments later, just before 
Mr. Spearhawk put his foot on the 
starter of his old black sedan, Mr. 
Clutchbill leaned sidewise to Mr. 
Spearhawk’s ear. 

“It beats all how easy it is to run a 
bank when you know how.” 

Mr. Spearhawk poised his toe over 
the starter. “I call it a shot in the 
tail, and mighty close to the end, too.” 
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FIRST NATIONAL BANK OF AKRON 
ADOPTS CHRISTMAS CLUB PROGRAM 


“As Bankers, we deal with the hopes 
and aspirations of human beings. When 
we help our Christmas Club members 
to plan their future, we perform a 
valuable service to them. Furthermore, 
Christmas Club members are customers 
whom we may serve, with many of our 
other services,” writes E. S. Patterson, 
President of the First National Bank of 
Akron, Ohio. : : : 

Men of financial vision are quick to 
see the advantages of Christmas Club, 
not only as a teacher of thrift to mil- 
lions of people, but also as a business 
builder for banks from coast to coast. 


6 | ORGANIZATION CHRISTMAS CLUB 
| ORIGINATORS OF THE 
CHRISTMAS CLUB PLAN 
| | 2 ey AY, i oe 
NUMBER 


a corporation + FOUNDED BY HERBERT F. RAWLL 
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BOARD OF DIRECTORS—FIRST NATIONAL BANK 
Barberton—AKRON, OHIO—Cuyahoga Falls 











In its first year of operation, the First 
National Bank of Akron, Ohio, built 
up a very substantial Christmas Club 
membership and is proud of the public 
relations job it is able to do through 
Christmas Club. 


The increasing progress of the First 
National is a tribute to alert manage- 
ment and aggressive promotion. 


Through weekly visits to a bank, 
thrift-conscious Christmas Club members 
become familiar with the bank’s func- 
tions and they think of it as 
their financial headquarters 
——Banks that have Christmas — 
Club are Banks that grow. 
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BUILDS SAVINGS + BUILDS CHARACTER «+ BUILDS BUSINESS FOR BANKS 











Confidence is basic in American 
Business ... an influence which 
binds together all elements of 
a vast commerce ...a faith in 
which industry may carry on 
with assurance that honesty 
and fair dealing prevail. 


La Monte Safety Papers enjoy 
the confidence of the Business 
World. They are relied upon by 
a large majority of the nation’s 
leading banks ...an endorse- 
ment which has made them the 
national standard for quality 
and safety. 
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